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Spokane-—The Birthplace of the National Association 


ABOVE IS AN airview of downtown Spokane and the 
Spokane River and bridges. This is an official photograph 
by the United States Navy 


Largest city between Minneapolis and the North Pacific 
Coast, the modern metropolis of Spokane is the financial 
dynamo, the business and commercial powerhouse of a 
vast Inland Empire extending 150 miles in each direction 
This area is not only rich with the treasures of mines, 
forests, soil, and waterpower, but is a region undergoing 
unprecedented development. 


Strategically situated in the heart of the Inland Empire, 
with superb transportation facilities, exceptionally attrac- 
tive living conditions, an abundant and varied supply of 
raw materials, a labor pool of efficient workers, and lo 
cost power from private hydroelectric utilities and public 
power from Grand Coulee Dam, Spokane is likewise ex 
periencing marked industrial advancement. 


Spokane is a friendly city. Visitors are always heartily 
welcomed. Its 165,000 citizens are proud of their city and 
anxious to show its beauties. It is the center of a fabulous 
vacationland of wild grandeur and unparalleled beauty 
Spokane is alluring in summer or winter. The summer 


climate is delightful At an altitude of 1,898 feet and 
ringed by the towering Rockies, Cascades and the Selkirk 
Mountains, the city is bathed by mountain breezes and air 
conditioned by Nature 


Few cities in the world offer Spokane’s advantages as a 
vacation headquarters. The Pacific Northwest is most ac 
cessible from Spokane in every direction. Within a short 
distance are two of America’s favorite playgrounds, Glacier 
and Mount Rainier national parks. Glacier Park may be 
reached by an easy, beautiful drive of only 302 miles 
Mount Rainier is spectacular and awe inspiring. With its 
snow-capped peak reaching skyward nearly three miles, 
this great extinct volcano feeds the largest system of 
glaciers of any mountain in the United States he East 
ern Gateway to Mount Rainier is only 310 miles from Spo 
kane It is world famous as an Alsine playground and 
it invites hikers, skiers, and those who wish to feast their 
eyes on beauty unexcelled anywhere 


Spokane is the home of the Spokane Retail Credit As- 
sociation, the third largest unit of the National Retail 
Credit Association with a membership of 914 as of Decem- 
ber 15, 1952. 
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Heres My Offer— 


I'm the New Year—-1953. 1 offer you the same 


opportunitics as all the years before: A chance to 

make more sales to present customers; a chance to win new 
customers for your firm: a chance to give closer attention 
to doubtful accounts and keep them on a satisfactory basis 


a chance to do a better job of collections. 


Your local credit bureau can help you turn these 
chances into realities, by furnishing the necessary 
credit reporting service. Depend on the credit bureau 


as one of your best business aids. 


Reports anywhere through affiliated members of 


Associatep Crepit Bureaus of America 


7000 Chippewa St. Louis 19, Mo. 
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EDUCATIONAL 
STICKERS 


THESE TWO stickers are effec 
tive for use on slow paying accounts. 


RECORD 


is the measuring stick by 
which all credit granters 
judge you. 

Do you realize that your 
failure to pay this account 
may affect your credit 
standing? 


PROTECT YOUR CREDIT 
BY PAYING PROMPTLY 


Accounts that have disregarded 
notices and letters will probably 
respond to this sticker which ties 
in the failure to pay with the credit 
record of the customer. It will pro 
duce results without offense. Printed 
in dark green ink on light green 
colored gummed paper. 


‘YOUR SREDIT RECORD 
11S AN OPEN BOOK . 


By the way you pay, you 
write your own record in the 
files of the Credit Bureau. 


A 


Prompt Payments Make a 
Good ( redit Rec ord 


This sticker is designed to bring 
home the importance of paying bills 
promptly. It points out that credit | 
reports are based on the manner in 
which the customer pays his obli 
gations. It is a constructive edu 
cational sticker and will produce 
excellent results. Printed in bronze 
blue ink on goldenrod colored paper 


Only $300 a thousand 


(Assorted $3.50 a thousand) 
“3¢7 


National Retail Credit Association | 
375 Jackson Ave. St. Louis 5, Mo. 
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Prices 


500 ercvccseoe § CLO 
1,000 ococccccee S15.00 
5,000 (per thousand) $14.00 
10,000 (per thousand) $13.00 


(Booklet shown above actual size) 


Consumer 
Education 


Pays 


THE BOOKLET, “The Good Things of 
Life on Credit,” has been designed to edu- 
cate the customer to use credit and to pay 
as agreed—in other words, to “Buy Wisely 
—Pay Promptly.” 


IT CONTAINS seven chapters as fol- 
lows: 

1. The Magic of Credit Buying Power. 
2. What People Buy on Credit. 

. The Value of Personal Credit. 

. Credit Depends on 2 Things. 

. Your Credit Record Is an Open Book. 

How to Establish Your Credit. 
7. How to Maintain a Good Credit 
Record. 


ON THE LAST page appears the Code 
of Ethics of the National Retail Credit 
Association which in itself carries a worth- 
while educational message to the consumer. 
On the inside back cover is the National 
shield containing the slogan “Guard Your 
Credit as a Sacred Trust.” The outside 
back cover has been left blank so that you 
may, if desired, imprint the name of your 
store on it. 

THIS BOOKLET covers fully the con 
veniences and advantages of credit, as well 
as the necessity for maintaining a good 
credit record. It is an excellent educational 
piece to enclose in letters opening new 
accounts, in sales promotional letters, and 
in collection letters. The consistent use 
of this booklet will produce highly satis- 
factory results whether in the promotion 
of business or in the collection of past-due 
accounts. aan 
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This Announcement Has Special Significance to Those Seeking Greater Proficiency and Success 
Will You Devote One Week This Summer to Your Credit Education? 





THE UNIVERSITY OF OKLAHOMA 
and 
PHE NATIONAL RETAIL CREDIT ASSOCIATION 
PROUDLY ANNOUNCE THE FIRS1 


RETAIL CREDIT MANAGEMENT INSTITUTE, UNIVERSITY OF OKLAHOMA 
NORMAN, OKLAHOMA, JULY 20-24, 1953 


Recognizing the crowing importance and necessity of specialized training in the skills 
a for successful retail credit management the University of Oklahoma and the 
National Retail Credit Association are jointly sponsoring a Summer Sch devoted 


to the “ “lems of retail credit snlinaiiatien management 


All Interested in Gaining Training and Instruction in Retail Credit Management Invited to Attend 


Tentative Partial List of Subjects to Be Offered .. . 


RETAIL CREDIT FUNDAMENTALS 
BUSINESS COMMUNICATIONS 
CREDIT BUREAU SERVICE 

PUBLIC RELATIONS 

ACCOUNTING 


Lecturers selected from University of Oklahoma faculty. and other qualified instructors This institute 


the first of a planned three-year course leading to diploma award. One-year certificates awarded suc 


cessful students each year. Examination optional but required for certificates or diploma award 
Lecture periods each day—-Monday through Friday—-in new air-conditioned student union building 
I'wo evening sessions devoted to open forum discussions led by competent moderators Unequalled 
library and research facilities available to students 


Cost Approximately $25.00 Per Student. Includes Tuition—Textbooks— Materials. 
Living accommodations on campus available at attractive modern student dormitories About $1.50 
per night Inexpensive excellent meals at beautiful campus cafeterias. Norman is easily reached by 
any form of transportation. Eighteen miles south of Oklahoma City 


Golden Opportunity to Become More Valuable to Your Emft 
areer tentialities A Vl dest Tr vestment with H 


Mail This Coupon Today... No Obligation . . . Get All the Facts and Details Now! 


BAIL FRUS COG? Ce tee ee 


MR. JOHN FREEMAN 

Director of Short Courses and Conferences 
Extension Division, University of Oklahoma 
Norman, Oklahoma 








Please send me complete details of the Retail Credit Management Institute and also information about nearby vacation re 
sorts, etc., should I wish to plan my vacation before or after the INSTITUTI 


Address 
State 


Position 
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Spokane-The Birthplace of the National Association 


RALPH W. WATSON, President, Watson Company, Inc., Spokane, Washington 
Past President, National Retail Credit Association 


HE NATIONAL Retail Credit Association means 
= great deal to Spokane, and Spokane means a great 
deal to the Association. Either way, the reasons are the 
same Spokane Credit Men organized a local associ 
ation more than a year before the National was organized, 
also in Spokane in 1912. Spokane’s local members be 
The Spokane 


Association was in a major sense responsible for the 


came charter members of the National. 


organization of most of the other local Associations in 
the Pacific Northwest and was host to the first regional 
conference in 1921. It was also host to the silver jubilee 
convention of the N.R.C.A,. in 1937, which was presided 
over by President I K. Barnes of Spok ine, one of three 
Spokane credit executives to be elected to that office 
Every Spokane local association member is a National 
member too. As of now there are 914, an increase ovet 
one year ago of almost 100, and an increase since 1947 
of more than 400. ‘The Spokane Association#was writ 
ten up in the January 1947 Creprr Wortup in recog 
nition of having reached a membership of 500 Che 
1950 censu hows 61 cities of greater population, but 


only New York and Pittsburgh have more National 


Members. These facts are interesting but so is the back 


ground that seems to have set a pattern that has 


ago grown into a tradition and set up guidepost 
ambitions which have carried the Spokane associativ 
its present attainments 

Che original founders were all men. ‘They met every 


Wednesday noon 


discussion of their credit accounts and of those who 


Their sole program was the intimate 
wanted to open them. The discussions were extremely 
frank and were often picturesque, especially if a slippery 
operator was under discussion. “The members all knew 
each other well and had complete confidence in each 
other's discretion and in the honesty of their comments 

It was this confidence and frankness that created a 
great reluctance about the admission to the noon meet 
ings of women credit managers hey could be members 
but these meetings were closed to them for ome 
When they were finally invited to attend it was 
clear to them that abuse of confidence and loose talk 
would not be tolerated. The women responded of course 
and while the “‘st ig” atmosphere was im a measure lost 
the tradition of trankness and discretion has remained 

As in most cities, the founders were from the larger 
firms. In time, they learned that they needed the infor 
mation in the files and experience of the smaller firms 
and with characteristic directness and aggressiveness the 
put on a campaign for new members. I believe the first 
big drive was probably that of 1918 in which year I was 
membership chairman In that ye the membership 
approximately doubled, and it was about doubled again 
in 1919 


and it has grown. 


Ever since it has been a definite policy to grow 
Nobody thinks the limit is nearly 
reac hed 

The names of twelve of the founders are definitely 
known. Now, after 41 years, four of the twelve are still 
living. One has moved from Spokane and retired 
One is, as then, a banker but with a different institution 
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ne has left credit work entirely 
one is with his original firm, and is now 
But we have never lacked iggressi 
leadership. Cur Presidents have always 


ry ste] No one is ever id\ inced who 
who is not capable of leadership, nor whose 
umbitions appear to outweigh his ambition 
Association. 

Our Presidents have represented mar 
ness There have been department store lit men and 
those from banks fuel dealers imsur 
companies, realtors, specialty stores 
others Nor do our 
Vhere is never a lack of talent 
ilong But the Past Presidents 


ire h ghly respected and have 


Presidents 


ilizing 
influence They are teatured banquet 
where they and their ladies have ! ov bile now 
larger than the speakers table 

Spokane deserves recognition for its 
the National in this Pacific Northwest 
Fk. P. Shockley, in 1918 
ition Convention in Boston and came ho 
with enthusiasm for the National He 


that Spokane had the only 


attended the 


ifhfliated lox 
North of San Francisco and Denver, and 
ind perhaps Lincoln, Nebr 


that is how | remember if 


Iwin Citic 
He wanted lo 
formed in Seattle, Tacoma, Portland 


cities large enough to support them 


Local Units Were Organized 


commiuttee was named 


A stron, 
liscussion it was agreed that each 
respond with credit men of his acquaintance in t 
ous cities, suggesting to then lat a respor sible 
each city get together and organize Qur bure 
tor, our venerated N. M. MacLeod, then 
beloved secretary, recommended cooperatior 
the respective bureau managers 

[his committee worked hard 

each member reporting the 

nce By early 1920 it 
tunity to organize several cities 
been the committee chairman, was 1 to arrange meet 
Seattle, ‘Tacoma, Portland 


Yakima and I. believe Wenatchee, and 


meetings and attempt to perfect their organizations 


ngs in Eugene 


attend these 


Ihis plan was carried through, and locals were formed 
in Portland, Yakima 


All have functioned since, and now every 


Tacoma and Seattle that time 
of even 
i few thousand is also organized The re all or 
ganized on a 100 per cent natrona yasis 
Later the cities of Idaho. Montana and | 
helped and were organized 

Another first from Spokane was » Regional Confer 
ence. By 1921 it was felt that these new associations 
needed to be tied together, and that a two day meeting, 


(Turn to “Birthplace,’’ page 18.) 





There Is Plenty of Excitement in Bureau Work 


NICHOLAS M. MACLEOD, Manager, Spokane Credit Men’s Rating Bureau, Spokane, Washington 
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You Will Always Have a Job 


R. F. STURDEVANT, Assistant Credit Manager, The Crescent, Spokane, Washington 
President, Spokane Retail Credit Association 


ROBABLY few credit executives went to col 
lege for the express purpose of learning to be 
I do not classify myself as a 
credit executive, but do believe I would be con 


credit managers. 


sidered an average department store credit man 
with the customary preliminary training. 

I went to college with the idea of learning accounting 
The possibility of entering credit work never occurred 
tome. This was back in the days when business was be 
ginning to emerge from the throes of the depression and 
jobs were not too plentiful. After graduation I accepted 
a position with The Crescent in the General Office Ac 
counts Payable Department. Later a vacancy occurred 
in the Credit Department and I was offered this promo 
tion. As happens in many cases, I just happened to get 
into credit work because I was in a particular place at a 
particular time 

My education consisted of the usual business adminis 
tration course and accounting, which is always useful in 
credit work but could not be in any way considered spe 
cialized training for the job. If a man wants to become 
a doctor or a lawyer, he usually determines his course 
ahead of time and has a very definite educational program 
Although there is not a direct comparison between a 
credit manager and a doctor or a lawyer, this business 
of credit certainly can be classified as a protession, and 
the credit manager doing his job efficiently also can be 
classified as a specialist. 

The qualifications of a credit manager as listed by 
most college textbooks are numerous and often flattering 
They seldom mention, however, that he should also have 
most of the qualifications ota good detective, the patience 
of Job and the vision of a Prophet There are many 
times when he would give anything to be able to de 
termine the future by gazing into a crystal ball, but one 
of the many reasons why the credit manager's job is im 
portant is due to his ability to see ahead. He is, in fact 
a sort of crystal ball for management to use to assist in 
determining future activities 

The longer a person is engaged in credit work the 
more he learns, and the more he learns the more he dis 
covers there is to know. Seldom does a day go by with 
out teaching him something new or reminding him of 
something he had forgotten. The job of the department 
store credit manager is usually pleasant, although there 
are times when his bad moments appear too close to 
gether. His work is often difficult requiring important 
decisions in a hurry and his decisions probably will not 
make everybody happy He is usually convinced, and 
rightly so, that he is about the busiest man in the whole 
organization because his job not only embraces his own 
department, but to a certain extent every other depart 
ment in the store. Almost every contact the salespeople 
make with the customer sooner or later aftects the credit 
department, and the efficiency of the credit department 
becomes a strong bond between the customer and the store. 
Likewise inefficiency may destroy this bond. On many 
occasions, the customer's first contact with the store is 
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through the credit department and this first impression 
is extremely important. 
What does management think about all of this credit 


? Although some may feel management is 


office activity 
not sufficiently impressed, is it not the general consensus 
of opinion that management has become increasingly 
aware of the part the credit executive plays in his busi 
ness? The Big Boss knows that this job must be done by 
someone who is a good judge ot human nature h is 1 
knowledge of economic principles, and perhaps the most 
important of all, must be sales minded This last re 
quirement is not new by any means, but it certainly was 
not one of the necessary qualifications of the early-day 
credit manager. His job was to collect money only un 
less he had to do bookkeeping on the side, and he was not 
the least bit interested in selling merchandise 

Credit office procedure seems to be composed of hun 
dreds of details. ‘These details can easily snow a man 
under unless the work and delegation of authority are 
properly divided. Not under any circumstances should 
the credit manager be so burdened with details that he 
is unable to think ahead and plan for greater efficiency 
in his department. Yet this often happens and the situ 
ition can become a vicious cycle which may get out of 
bounds as the business grows. 

The credit manager must have capable people in his 
organization to accept authority and relieve him of de 
tails. It seems certain his job would be easier if he could 
draw these people from a group who had considered credit 
4s an interesting and profitable profession and who had 
specialized in the various subjects, which, when consoli 
dated, tend to form the background of a credit manager's 


education. 


Specialized Courses in Credit Management 


We are told by some authorities that many colleges 
ire now presenting more specialized courses in credit 
management. ‘The credit profession must be anxious to 
have capable young men and women take an interest 
in these courses. “This applies to women as well as men 
as we all know women make up a substantial portion of 
ill credit office personnel and shoulder an enormous 
umount of the responsibility. In some instances, thes 
handle all of it 

\r this point we may isk ourselves igain this ques 
How many men and women go to college to learn to 
credit managers? If colleges offer an opportunity 
specialize in this field, perhaps the credit profession is 
lf other pro 
fessions seem more profitable again the credit protession 
Credit 


fault for not promoting the opportunity 


may be at fault for not exploiting its own cause 
executives may be so busy with their own work they 
have not taken the time to consider the cause properly 
or to do anything about it, which is all the more reason 
why they should 

It is not the purpose of this article to impress credit 
men and women with their own qualifications. It is not 


necessary because they already know what their respon 





sibilities are. ‘They know their job requires hard work 
ind they are aware of the extent of their personal limita 
tions, but perhaps directly or indirectly others can be en 
couraged to seek the credit profession as a vocation if 
credit executives would more vigorously promote the 
cause through schools and their own credit associations 
For the past several years jobs have been rather plenti 
ful and often profitable. y oung people could afford to be 
independent and take a job or leave a job as they wished 
Times have not always been this way as many of us know 
and we have no guarantee that they will always stay this 
way. Years ago during the depression, a man might con 
sider himself lucky to be working at all when thousands 
ot others were out of a job. Because of business failures 
tor one reason or another, a few of these people who were 
out of work may have been credit managers, but certainly 
only a few. The credit manager had one of the most 
necessary and important jobs his firm had to offer. He 
had to collect those outstanding accounts in order to keep 
» had to ex 
tend credit wisely because the customer needed credit. 


his firm in business, and at the same time he 

During prosperous times, he is busy with sales promo 
tion and securing new accounts. His position certainly 
strikes a balance which can be considered an important 
factor when analyzing a job trom the st indpoint of 
security. Perhaps job security is not considered impor 
tant now because it has been so many years since we have 


Nev eT theless 


many authorities on our present-day economy conclude 


experienced widespread unemployment. 


This business of credit 


In tact, the 


that’ some changes will occur 
is a very important part of our economy. 
nation could not get along without it. So whether we 
experience good times or bad, those engaged in the credit 


profession will always have a job. wee 


Spokane — The Wonder City 


In addition to having the distinction of being the birth 


place ot the N 


" alendl Retail Credit Association in August, 
1912, Spokane, with a population of 160,000, has \ 
tional membersh p ot ‘ t third largest 
nation. It has the turther distinction of being the birth 
place of the Credit Women’s Breaktast Clubs of North 
America which was organized and became a division of 
the N.R.CLA it the Silver Jubilee Convention of the 
Association held in Spokane lune 15-18, 193 
is an excellent spirit of cooperation apparent 
credit executives and credit personnel of 
Spokane, but they are imbued with unlimited enthusiasm 
Spokane boasts three past presidents of the N.R.C.A 
Ralph W. Watson, 1925-1926, E. K. Barnes, 1937-1938, 
ind R. ‘T. Schatz, 1949-1950, who continue to take an 
nterest in local, district and national aftairs 
numbers among members the fourth president of the 
Credit Women's Breakfast Clubs of North America, Miss 
Ethel Dopp, who served in 1940-1941 
The Credit Bureau Manager NX M. MacLeod, has 
served the credit granters of Spokane in that capacity tor 
more than 50 vears and has done an outstanding job. He 
is Dean of the credit bureau managers of North America 
and attends all meetings of District 10 and most ot our 
International Conterences 
 ongr itulations Spokane on your outst inding achieve 
, General 


ments and your progressiveness L. S. Crowder 


Vanager-Treasurer, National Retail Credit Association, 








twelve issues. 


NATIONAL 


375 Jackson Ave. 


RETAIL 


CREDIT wor_p BINDERS 


THESE NEW BINDERS, which we have recently purchased 
for our Members, are the pamphlet type with stiff blue 
fabrikoid covered sides and the words "The CREDIT WORLD" 
lettered in gold on the backbone. 
There is an individual wire for each 
issue which can be easily inserted. 
have one of these Binders for each volume or each year. 


THESE BINDERS may be kept on your desk or in your 
bookcase for ready reference. 
at your finger tips you do not have to fumble around for 
your CREDIT WORLD for last November. 
with all the other current copies. 
while you have your issues for 1952 still available. 


ONLY $:}.00 POSTPAID 


CREDIT ASSOCIATION 


Each Binder will hold 


Every member should 


When you have this Binder 


It will be there 
Order one today 


St. Louis 5, Mo. 
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Collections in the Early Stages 


ETHEL M. DOPP, Credit Manager, R. J. Martin and Company, Spokane, Washington 
Past President, Credit Women’s Breakfast Clubs of North America 


HERE ARE NO new ideas on collections, 


but there are many different methods of put 
ting the old ones into practice. The best method 
to use 1s the responsibility of every collection man 
ager. Every charge account on the books is an as 
set that replaces the merchandise, or the servic 


sold to the customer, but the profit is not realized 


until the account has been collected. Much money 
has been spent and much experimenting has been 
done to systematize collection procedures, and 
while one system might fit the needs of one firm, 
it could be quite unsuitable for another. Whether 
it be an open or installment account, the ba 
principles exercised in putting any collectio 
cedure into effect are the same. 

We operate a Finance Company and an Insurance 
Agency. All collection records on the automobile finance 
ledger account receivable cards are marked A, B, C, and 
1), depending on what was revealed in the credit report 
In addition to the rating “D” accounts, the card is espe 
cially tabbed in upper right-hand corner, which indicates 
the account must receive special attention. This is im 
portant when the account becomes past duc 

Customers can be divided into three classes: those who 
can and intend to pay; those who can and will not pay; 
and those who absolutely cannot pay These three clas 
sifications govern our collection procedure, but we can 
not use the same methods for all three. You have every 
right to collect the money that is due and you should have 
no apologies to make when approaching a customer for a 
just debt, but we must plan the most tactful method of 
obtaining money trom the customer 

People pay their debts for three reasons: honesty pride 
and a desire tor a vood credit record Determine trom 
the information in your credit report and on your ledger 
card, which of these three classes your debtor is in Ap 
peal to these three senses from every possible angle before 
resorting to torce Never lose sight of the fact that 
every account on the books is a prospect for future busi 
ness, and you do not want to lose the account. “ Those 
who can and intend to pay It seems that those in this 
class need more collection effort than those in the other 
two classes Vhose who will not pay but can,” present 
a real problem, but often through the use of the right 
approach, can be moved into another category. ‘Those 
who absolutely cannot pay,” often have good intentions 
but because of an emergency, or overbuying, are unable 
to pay In these cases, we must adjust the payment 
schedule to alleviate the pressure 

\ printed reminder is sent out on our installment 
accounts three days after payment becomes due lt no 
reply is received within five days on local, and ten days on 
out-of-city accounts, letter “A” (shown on following page) 
is sent out, and the local customers are contacted by tele 
phone if possible. If this is the first payment, a personally 
written form letter goes out fifteen days from due date, 


and a reasonable amount of time is given for a reply, 
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The next step is a long distance call or wire 
action is sometimes substituted by using letter ‘“D 

If the credit information reveals that the customer is a 
floater, we have, in the meantime, written to his nearest 
relative or his wife's nearest relative to secure a more 
recent address. Also the employer is contacted to learn 
whether or not he is still employed there. We usually 
have a reply from these letters by the time the debtor 
should have answered. If he is still employed at the same 
place and has not answered, of course the next letter is 
a little more drastic in tone. We would say this comes 
under the can-and-will-not-pay class, unless pressure is 
brought to bear. 

The value of the customer's security ind the class he 
comes under, determine how drastic your procedure be 
comes before repossession is made [he most important 
thing in installment collections is never to let an account 
get thirty days past due if possible, because it always be 
comes increasingly difficult to bring the account up to 
good standing again. If the customer falls into the “can 
ind-intend-to-pay” class, and you know he is simply negli 
gent, you follow up every promise promptly so he will 
realize that you are not neglecting your collection pro 
cedure. It is a bad practice not to bring the matter of 
a broken promise to the attention of a customer in this 
class. If he can be contacted by phone, he should be 
called the second or third day after the promise to pay is 
made ‘| he printed reminder seems ot little value in these 
cases and only through close attention are these cus 
tomers kept within the month so as not to get into the 
thirty-day-past-due group. If there is a small balance 
from the previous month's payment, it should be brought 
to his attention when a notice Is sent on the current 


month's payment 


Account Card History 


Every account card has a space for the history of col 
lection efforts, promises to pay, and any other valuable 
information secured in conversation with the debtor If 
the delay happened to be the case of the unforeseen 
emergency, possibly illness, we note it. This relieves the 
sting when vou call again about the account, and you can 
show some personal interest in the customer's welfare by 
asking how the sick member of the family is getting along 
Be sympathetic ; it helps a lot to know that the other 
fellow understands your situation to some degree, and 
is willing to cooperate with you This debtor will usually 
pay vou first when he is in a position to do so 

If the customer cannot pay because of overbuying, and 
his income will not go round, it may be your fault, and 
you must work the problem out for him If he is con 
scientious, he can usually be made to understand this 
and will cooperate It is often a long procedure that 
must be gone through betore the account is paid There 
would not be so many people in this class if we took a 
little more interest in the case instead of hurriedly O.K.’- 
ing the charge in the first place 

Ihe success of your collection procedure depends on the 
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Credit’s Last Stand 


EDWARD F. BRANDT, Assistant Vice President, Old National Bank, Spokane, Washington 
Vice President, Spokane Retail Credit Association 


ID THE TITLE of this article prove suf 
ficiently intriguing that it caused you to 
delve further? If so, it has accomplished its pur 
pose, and we will not refer to it again. Naturally 
we have no thought in mind that credit itself is on 
the way out or even threatened for that matter. 
As a way of life, credit is obviously here to stay. 

This nation has reached its industrial greatness through 
the medium of mass production. While this mass pro 
duction in itself is both marvelous and awesome, yet the 
products must be quickly assimilated and paid for if our 
giant is to be constantly fed its diet of raw materials. 
How long, therefore, would it take the factories to grind 
to a halt if we did not have mass consumption? How 
long would we have this same consumption if we did 
not have consumer credit? The prospect of any halt in 
this chain is terrifying to say the least. 

It is logically vital that any increase in production 
and consumption must be accompanied by a like increase 
in the volume of consumer credit. Immersed in detail 
and concentrating on local problems the average credit 
granter might not be aware that he or she occupies an 
important place in the scheme of national prosperity. 
Yet, sober reflection will show that granters have a re 
sponsibility in seeing that the link of consumer credit is 
kept strong in order that no breakdown will occur here 
to disrupt the orderly flow of goods to consumers and 
cash to producers. 

It would be an oversimplification to say that all we 
had to do was merely to provide the credit portion of this 
picture. Naturally we must also get our money back 
without high collection costs and yet make a certain 
profit on the transaction. ‘To accomplish this it is neces 
sary to be practical as well as visionary Thus, while it 
is a nice feeling to realize the part we play in aiding the 
country’s prosperity, yet we must examine closely the 
manner in which we are guarding our trust 

Perhaps you would logically expect a banker, who was 
also a credit man, to do some viewing with alarm and 
in this you will not be disappointed. Certain trends in 
the handling of today’s credit problems are disquieting to 
say the least. In my view the worst of these concerns 
itself with the soft treatment accorded the perennial mis 
user of credit; a treatment which almost amounts to en 
couragement of nonpayers and those who are perpetually 
slow accounts. 

In showing a disinterest in the assessing of penalties 


against violators of our credit policies, we may be follow 


ing a national trend which evidences itself in many ways. 
Ihe unwillingness to inflict adequate penalties for mis- 
conduct may be seen every day in the many courts of the 
land. \s an inst ince one has only to check cases appear 
Although traffic deaths are a 


national scandal, yet the drivers of death-dealing con 


ing in any traffic court 


trivances are practically encouraged to drive in an unsafe 
manner at terrific speeds. Those convicted of driving on 
crowded highways in violation of laws are given small 
fines. ‘Teenagers hurtling down roads at 80 and 90 miles 
in hour are dismissed with lectures or given small 
Obviously 


these methods of handling such situations are not lessen 


fines which are usually paid by the parents 
ing, but are actually increasing the number of such viola 
tions. What does it profit us to employ ever increasing 
numbers of police and constabulary to apprehend the 
violator if we refuse to deal strongly with him when he 
is brought to justice? 


We have seen a similar trend in our nation litical 


pictures wherein violators of the public trust have 
flouted their misdeeds Because the penalties for bein 
caught are so slight to the point of being ridiculous, peo 
ple are encouraged in crime by the fact that the benefits 

“setting away with it” are great when compared with 
the light punishment meted out to the ones who are 
caught in the act 

\re we, as credit granters, leading, following, or just 
merely letting ourselves become a part of this picture 
which involves a neglect of our enforcement powers ¢ 
That we are participating in this moral breakdown is 


Pause now and give thought to your local pi 


ture, not only with regard to court actions, but also giv 


evident 


ing attention to your credit situation 
What have we been trying to do in « 
ssoctations over the past sever il decade 
ome high sounding phrase s we h ive comed 
our banners such as “Guard your Credit 


; : , 
Trust No one is going to find fault with tatement 


like that any more than anyone would quarrel 


with ign 
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good. Our difficulties in eac 
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obey these commands. It seems 
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At this point it is proper to ask ourselves this question: 
Why should our customers repay their bills and con- 


> 


tracts promptly Think carefully before attempting 


to supply your own answer to this question. Good credit 
an intangible which cannot be seen, felt or tasted. It 


is an ethereal something with a limited appeal desirable 


only because of a supposed difficulty of existing without 


But does such a difficulty actually exist in practice 
\n answer of “perhaps’’ would have to be given today 
nd, if the present trend continues, an answer of “no 
s indicated for the future. 

W hat is an accurate picture of { w toda\ 
\re we doing a good job of eliminating and/or educating 
the poor credit risk, the chiseler, or the just plain careless 
credit user? Apparently not, since the same names ap 
pear over ind over again, year atter year it our credit 
meetings and on our “scandal sheets.”” It is evident that 
none of these persons has encountered difficulty in secur 
ing further credit even after offending time after time 
Our penalties have either been nonexistent or slight 
indeed, 


1 


Although we run the risk of offending certain people 


ind organizations still it interesting to speculate on 
some of the causes for our present credit shortcomings 
In extending credit, the basic thought is that credit be 
comes an enabling process aiding the customer to possess 
certain goods at the time when they are needed rather 
than compelling the customer to wait until his cash posi 
tion justified the expenditure. Our original concept was 
that credit is a convenience 

Probably it was inevitable that there should creep into 
the credit picture a new concept ; namely, credit as a sales 
device. In this picture easy credit granting and so-called 
easy terms are stressed in appeal to the consuming public 
rather than the quality of the product for sale. This 
policy has resulted in credit departments in some cases 
becoming a form of sales department with floor clerks 


Nearly all 


uuthorities on retail trade are in accord on an apparent 


being relegated to the role of order takers. 


universal decline in the ability of today’s salesmen. Per 
haps the adoption of the principle of credit as a sales 
device represents a management attempt to compensate 
tor this lack of salesmanship. 

} rom the standpoint ot the credit industry as a whole 
the above development can only bring a dismal picture 
Whenever a decline in sales occurs then there is an im 
mediate temptation to sell to the more marginal credit 
risk in order to bolster Sagging sales figures This pro 
cedure has the effect of restoring to good credit graces 
thousands of people whose past misuse of credit should 
have placed them in our credit jail” for a long period ot 
time This action at once is the undoing of years ot 
effort on the part of credit-minded stores and lending 
wencies, reporting offices and credit associations How 


can we impress upon Mr. General Public the val 


' 


rood credit when he can easily see that with poor cred 
he can still buy goods ind atter all the abili I 


s the overpowering desire 


Admittedly, credit users fall into many classifications 


depending on the depth of our inquiry Just now, for 


the sake of ease in illustr ition, assume with me that they 


only fall into two general headings and that these be 


labeled simply “good” and Our major problen 


has been and will alwa s con i t be how t 


it attractive for those abx 
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how to encourage those below the line to upgrade them 
nto our “g ification 

is it now ractive to have good credit? Does 

one get special prices trom stores? Is anvone in this 


} 
class 


riven a lower rate of interest on borrowings? Since 


neither of these things if seems apparent that the 
only desirable feature of dit is the ability to use 
it at any time 

But what if our man below the 


> 


credit practically any time In these circumstances how 


can we make our “poor” credit risk see any desirability 
in making the effort required to place himself higher in 


} 


4 Conversely, can our man above the line see 


the strata 
ny particular reason to exert himself to preserve his 
pl 
make out just as well? It does not tie in with human 


ice in the sun when others less circumspect seem to 


nature as we know it today to expect anything other 
than a gradual slippage ot those above our wnayginary 
line down into lower grades of credit standing 
Can we liken this situation to the similarity of a par 
ents troubles with his small youngster? It is always a 
problem to keep kids on the sidewalk and not allow them 
You take little Johnny or Mary 
by the hand and tell them the facts of life about the 


to stray into the street 


dangers of playing in the street and with a few assorted 

threats leave Junior alone on the walk and mount 
to the front porch, looking back to observe the results 
of your preachings. If the child is normal, he will then 


it a tentative foot off the curb and into the street it 


Believe me 


D 
the same time w itching the effect on you 


the time for action accompanied by swift and pain 
If this is done battles are won the 
more easily 
(ur new credit user ts 
st inding on the curbing ( 
tive foot poised ready 
ull credit granter 
penalties to those 
progressively 
Only when one 
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When Credit Made Western History 


GRACE KIRKPATRICK, Chamber of Commerce, Spokane, Washington 


HEN YOU ARRIVE in Spokane, friendly capi 

tal of the Inland Empire, which is that intermoun 
tain area that lies between the Rockies on the east and the 
Cascade Mountains on the west, you come to the spot 
where business history of the Pacific Northwest began 
Just outside the city limits, nine miles downstream on 
the Spokane River, in 1810, the Northwest Fur Com 
pany established the first trading post of the region and 
called it Spokane House. 


The name came from the Indian tribe whose lands lay 


Children 
of the Sun.’ It was a strategic spot, for in those days 


thereabouts. They were the “Spokanee,” o1 


the rivers were the avenues of travel. Boatmen and voy 
ageurs could push their way upstream from the Columbia 
while this had long been a meeting place for the Indians 
who came to fish for salmon, and on the banks to sit in 
council 

Perhaps these were councils of war; perhaps they 
charted the hunting trips and decided how the game 
secured should be parceled out that all the tribe might 
eat when ice hardened the waters above the fish and 
deep snows prevented tracking the deer and elk 

However, it seems certain that such councils were not 
“credit meetings,”’ even in a primitive meaning of the 
word, for history seems to indicate that all dealings be 
tween these early fur traders and trappers and the In 
dians in this region were on a strictly barter basis. Beads 
cross the counter as it were, for furs flung in a heap on 
the floor. It was when the furs were brought in that 
the wampum and rewards were handed out, more a sys 
tem of cash on delivery basis than credit, although, of 
course, there was no actual cash involved 

It was about forty-odd years after this founding of 
the tur trading post, Spokane House, that a form of 
credit became prevalent in the pioneer West, a famous 
form of credit, and its use spread not only through old 
Oregon ‘Territory and the American and Canadian 
Rockies, but it was common practice trom (4 ilifornia to 
Alaska and the Yukon. 

This was, of course, the “Grubstake,”’ the system un 
der which men who owned nothing but a spirit of ad 
venture and who had the fortitude to endure hardship 
were outfitted in order that they could break the rock 
crust of hills and sift the sands of rivers to find gold 
and silver, the enticing lure 

There were of course some prospectors who could 
provide themselves with pick and shovel and enough tood 
to allow them to go oft ilone to try their luck Then 
if they struck pay dirt, theirs alone was the profit, 
whether a few nuggets or a fortune However, there 
were many, many more who had used their all just to 
get to the West, whether by trail across country, or by 
shipping around the Horn and up the Pacific Coast. They 
were on the ground and ready and eager to start, that 
was all 

In these frontier towns and mining camps there were 
also men far more affluent but of less hardihood, who pre 
ferred to risk their money rather than their necks. They 
thought it better to lose dollars than to undergo the 
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chance of freezing if caught in a blizzard in the hills, 
or a broken leg caused by a fall from a cliff 

So these men, merchants, bankers or others with means 
grubstaked the prospector and if the latter was fortunate, 
this original investment entitled them to a share and 
usually a 50-50 share in the mine discovered and the 
fortune reaped from it. Usually a grubstaked prospector 
was given credit up to the amount of $300.00. That is 
he was given, up to that value, the tools, blankets and 
food he would need, and frequently also the burro and 
donkey he would ride 

Ihe trust shown by the merchant or whoever furnished 
the outfit was not by any means the only trusting done 
in those days Although men were rough and fights 
were frequent, all knew that a man’s grubstake might 
mean his life and there were few who would steal such 
supplies \ prospector might leave his grubstake cached 
along the trail and no one would touch it. Frequently he 
had to leave it, for some of the cliffs and mountains 
would be hard to climb with several weeks’ or months’ 
supplies packed on one’s back. A prospector would make 
his cache and return to it at intervals for fresh supplies 
here was honesty in the obtaining and accounting con 
cerned with grubstakes also. 

()ne instance tells of 1 large group of prospectors whe 
had been promised grubstakes when a ship came in at a 
Pacifi Northwest port The ship docked the supplies 
were hurriedly unloaded, but the merchant was over 
whelmed by the crowd He had not enough hands t 
serve all at once so he told everybody to help himself 


ind give him an account 


Everything disappeared in a 
flash, but the only discrepancy in the accounts handed 
the merchant and the manifest of the ship was for six 
ins of condensed milk. And the merchant felt that it 


was the ship’s manifest which might have been in error 


Cases Where Credit was Refused 

There were many cases where granting of a grubstake 

or credit necessarily had to be refused because the re 
sources of the man asked to grant it would not allow hin 
to do so How sadly true as re rards a tabulous mine uw 
Colorado where the prospector needed another $25.00 
He oftered one of the 
trontier townsmen a half interest in any mine he might 


discover for the needed $25.00. It was refused How 


worth of supplies to carry on! 


ever, inother townsman granted the loan. From the 
mine he found, this same prospector later took out 
$450,000.00, then sold it for $300,000.00 cash and a 
million dollars’ worth of stock 

On the other hand, there was the case of great Bunker 
Hill mine of northern Idaho, where tradition has it that 
it was the burro given to the prospector as part of his 
grubstake, which discovered the ore As the story goes 
the prospector, discouraged and disheartened, had given 
up hope of striking it rich and was dejectedly sitting on 
the hillside before making his return to camp. His 
burro, grazing near by, slipped and upturned a rock which 
showed ore and became the famous $4,000,000 donkey 
of the Northwest. Then and now, credit brought its 
risks and its rewards wee 





Annual Meeting of American Finance Conference 


THE AMERICAN Finance Conference held its 19th 
annual convention in Chicago, Illinois, November 5-7 
1952, with a record attendance. Officers elected by the 
conference, an association of independent automobile sales 
credit companies, pictured below, seated left to right, are 
Thomas W 
tary; E. P 


ot Georgi: 


Rogers, executive vice-president and secre 
Latimer, president, American Discount Co 
Charlotte, N. ¢ ind R. Earl 
()’Keefe, president, Southwestern Investment Co., Ama 


new president 


rillo, Texas, chairman of the executive committee Stand 

James I Watson treasurer 
Great Barrington, Mass., vice 
Murdock 


co-vice preside nt 


ing left to right are 
Pioneer Credit Corp 
ind John E. Murdock, president 
Acceptance Corp., Memphis, Tenn 


Absent trom the picture was Robert Scott, General 


president 


Finance Corp., treasurer 


More than 63 per cent of all the new and used cars 
purchased in 1951 were bought on installment credit 


Thomas W. Rogers 


American Finance Conference, told the organization's 


executive vice president of the 
innual convention More than 800 officials of inde 
pendent automobile sales credit firms attended the con 
ventior 

In 1951 in estimated 3,500,000 persons 
new or used cars and 63.62 per cent of the new 
ind 63.89 per cent of the used car sales involve 
oT ¢ redit incontrovert ble evidence of the 
ment credit literally puts 
said. 
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new and purchased on 


credit has shown a rly steady rise e since 1946 


he added In that first postwar year 06 per cent 
of the new car sales and 58.09 per cent of the used car 
sales were financed through consumer credit because auto 
mobile purchasers had money saved up « r the war years 
when new cars were not available 


Analyzing the amount of credit involved in such sales 
Rogers said that in 1951 the average involved in an indi 
vidual new passenger car contract handled through sales 
credit companies was $1,404.36 The average involved 
} 


in such a purchase handled by commercial bank was 


For used passeny car the average amount 
of financing through sales credit companies was pi / 15 
while tor commercial banks, it was $880.43 
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Chapter Xill—Wage Earners Proceedings 


REFEREE HERBERT R. MAULITZ, Birmingham, Alabama 


DMINISTRATION of the bankruptcy law for 
A most of its history has been the operation of an 
economic funeral parlor. “Those who failed in their busi- 
ness affairs brought the remains to the bankruptcy court 
for as peaceful a burial as possible. Of recent years an 
annex has been built to this funeral parlor because many 
of the business bodies brought in have been found to hold 
some breath of life, which, out of proper social and 
human consideration, demands that such life be revived, 
if possible. This annex has grown into an economic 
hospital with many operating rooms and wards. In one 
wing, large corporations are operated upon. In another, 
small businesses are treated. In another, sick municipali 
ties are given financial oxygen, and so on down the cor 
ridors of the “Bankruptcy Clinic Building.” In one ot 
the wards we treat budgetary problems of wage earners. 

The Charter under which this hospital operates is open 
to all. Certainly businessmen and corporations have no 
patent on financial difficulties. Surely there are many 
wage earners who have the same kind of difficulties and 
need the same kind of help. They are entitled to that 
help as much as anyone else. 

In the Northern District of Alabama a total of some 
43,000 cases under Chapter XIII have been filed. Neces- 
sarily, through trial and error, certain workable proce 
dures have been developed. These may be of interest and 
No effort will be made to discuss the law 
In truth, there 


use to you. 
involved in Chapter XIII proceedings. 
is little decision law to discuss that is peculiar to Chapter 
XIII. Most of the Chapter XIII law is straight bank 
ruptey law or law that has been pronounced in Chapter 
XI proceedings. There are few published opinions in 
Chapter XIII cases. The statute itself provides but an 
outline of the procedure. 

It remains, therefore, to the courts themselves and 
principally the referees to mould procedures that will 
make these cases work out most successfully. Naturally 
the procedures will vary to meet local conditions. Many 
of the methods used in Alabama would be inappropriate 
in other states. Indeed, somewhat varied practices are 
followed in the several divisions within this single district. 

In considering procedures to be followed, one basic 
principle must be borne in mind at each step. The costs 
of the proceedings themselves must be kept low. If the 
working man is to be afforded relief from financial stress 
it cannot be through proceedings which themselves add 
excessive financial burdens. Nor is it desirable to pro 
ceed in such fashion that the cost to the government is 
excessive. You will see, therefore, that economy dictates 
much of our procedure. 





CLARENCE W ALLGOOD, Referee in Bankruptcy, Bir 
thingham, Alabama, has furnished the National Othce with up 
to-date information concerning the operation of Chapter XIII 
in that city The disbursements from October, 1933, through 
November 1, 1952, were $7,331,723.31 The amount disbursed to 
creditors during November, 1952, was $104,446.00 Phe amount 
received from debtors during the fiscal year ending September 
30, 1952, was $1,540,556.13 The amount distributed to creditors 
during the same fiscal period was $1,290,150.25. This period in 
cluded two months covered by the steel strike, otherwise the 
amount would have been larger The amount distributed to 
creditors is over $100,000.00 per month 


14 CREDIT WORLD 


JANUARY 1953 


For example, our Bar in Alabama has cheerfully under- 
taken to handle wage-earner petitions for relatively 
nominal fees. ‘The minimum fee for the debtor’s attorney 
is only $15.00 and is graduated upward depending upon 
the liabilities and the complexities involved. If this 
minimum were $100.00, relief under Chapter X 111 would 
as a practical matter be automatically unavailable to those 
debtors owing under $500.00. Cur lawyers have agreed 
that help should not be denied, even though it involves 
some charity work by their profession. Many wage earn 
ers are as unable to meet relatively small debts promptly 
as would be a businessman or firm whose debts are many 
times as great. 

However, a number of Birmingham attorneys have 
specialized in Chapter XIII cases, and their income from 
these cases has proved most satisfactory By way of 
illustration, on October 1, 1952, when we made an 
average monthly disbursement, the attorney's fees to 
debtors’ attorneys alone (140 of them) amounted to 
$13,522.79. In addition to this, approximately $110 
000.00 was disbursed to creditors. Attorneys for credi 
tors, who file most of the claims, as a matter of course 
received a substantial part of this for their services 
Bearing in mind that this is an average monthly dis 
bursement, it is understandable that even with our low 
fee schedules, this type of law practice is not entirely 
a matter of charity. 

The second, and probably the most important, ingre 
dient in efficient and economical handling of Chapter 
XIII cases is to have, in each industrial area, a single 
trustee for all Chapter XIII cases. As you know, the 
General Orders of the Supreme Court have exempted 
Chapter XIII proceedings from the rule against a stand 
ing trustee. 


The advantages of a single trustee in Chapter XIII 
Cases are numerous, 


First, from the standpoint of all 
concerned it is more simple. Creditors and their at 
torneys have a single office to consult on the status of 
their various claims, bearing in mind that many creditors 
having large retail credit businesses may have claims in 
a large number of wage-earner cases. Employers whose 
employees are in these cases have a single trustee to whom 
to transmit the wages or payments of their debtor-em 
ployees. Debtors’ attorneys are able to follow their 
clients’ cases easily with only one office to contact for 
information in all of their Chapter XIII cases 

Second, with a single trustee more efficient methods 
can be adopted. ‘This results not only in lower expenses, 
but a much greater “workability” of the cases One 
employer making wage deductions may send our trustee 
i single check for as much as $64,000.00 representing 
deductions for one month from the wages of perhaps 
2,000 or 2,500 employees. Imagine the added work to 
employers if so many deductions had to be separated and 
sent to 10, 25, 50, or more, different trustees 
trustee, upon receiving such a single check with 
debtors attached showing the payment of e 
quickly post the payments to the ledger sheets 

When the trustee disburses the funds paid in, he may 


write a single check to a given creditor, which single 





check may include items of payment from as many as a Another essential in Chapter XIII procedure, in our 
dozen different debtors. In a community where there experience, is that the referee take an active part, 
are a large number of Chapter XIII cases, the positions if not the leading part, in the formulation of the arrange 
of a standing trustee and of his clerical staff become full ment itself. This is true both as to the amount of the 
time jobs. This, in turn, brings greater familiarity with installment payments to be made during the period of 
the many facets of this type of work, hence quicker and extension, and as to the plan under which the creditors 
more intelligent handling of it. It also creates the possi will share in these payments. In passing, I might note 
bility of specializing the tasks of the trustee’s clerical that practically all of our Chapter XIII cases, with very 


| tic t 
staff, hence we have special cashiers, distribution calcu rare exceptions, are solely extension cases We hate had 
lators, check writers and even skip-tracers. No comment few composition case 
is needed to point out the efficiencies inherent in this ; 
Naturally, a referee must know several things before 
method. 
. he ventures to actively suggest a proposal He must 

With a single trustee, a closer working relationship , : 
know something about the capabilities of the debtor to 
to ie referee's ofhce becomes possible Decisions of 


} 


. ' pay, which in turn involves knowledge of his income and 
policy by the referee may be promptly put into eftect by 


} ily \ y ] | tl ' 

; his family’s living costs He must also know the reason 
the trustee. Physical proximity of the trustee's office to . ; 
ible expectations and limitations of the creditors espe 


the referee's office may be easily arranged for quick inter 
cially secured creditors. With such knowledge, however 


change of information in the files and records of each 


} 


} 1 the referee in «c¢ concerned re \ t 
ind for the prompt transmittal of orders, checks to be can ee 8 i favor \ fair 


, , roposal coming m th I be instant! ‘ 
countersigned, and other papers A multiplicity of con ope . ung ire ¢ imstantiy a 

: : cepted hb ] yvarties ile the « » ’ ' , 
terences and mailings may be avoided eptea ill partie while he ame propo aul coming 


detail of handling Chapter XIII 


the method of receiving the payments made 


trom debtor or his attorney might cause almost end 


1@ss ; sure i proposal sug rested by the 


referee is s to discussion and alteration, but there 
In Birmingham we have some , 
that such a proposal has better hopes of 
It can readily be seen : A 
. . quick acceptance than one suggested Dy the parti 
each week, bi weekly or 

sgulted if The usual practice in Alabama is for the debtor 


yropose a periodic payment to be made and leave the 


ofhce woul 


required or allowed to make his pay 


' sposith t the p ‘nts to the rete $ sugyvestio 
The solution this problem is to di position of he paymen » the eteree uygye on 


| e reteree turn, may ) avments suggested 
especially those ith large numbers Uh in ' a pa ge ( 
eat ranvements. to deduct the idequate or \ 4 { examination of the 
: ' rh reasing ae ae 

n trom each pa heck of each debtor in their we vil reasing then 

, , ose wh 
employ, and once each month to remit the total sum de many Cases where 
. "1 1 otters to I } I rach month that we 
be more than lly aftord to pay 1 he 


aayments to be 


vee-debdtors to the truste attached 


imount remitted to debtor 


s the trustee’s work but is a con reteree then calculates ap Late ifie 7 


who are thereby saved many trips made to secured creditors, with the balance of the period 


iyvment f nN ] if ( T \t the first 
—- 


Most mplovers’ bookkeep 


nec 


payments 


Debtors Make Deductions in District 

In this district the employers of most of our del let i torn f technical 
do make deductions and monthly remittances of the pay ) f dural rs, they will not work 
ments provided in our arrangements. In the other cases I 
of course, it and when the debtors tail to make their own 
payments voluntarily, where the emplover prefers not to 
make deductions, we order the debtor's entire pay ent 
to the trustee 

The manner of disbursement in wage-earner case 
deserves caretul attention We find that credit 
as much concerned ibout regularity of payments as 


are about the amount of payments. Consequently, ¥ hn i tin 4 i 


a general disbursement from our cases on the { res ly We attempt 


oft every month In some individual cases if 1s 1 I ‘ stri ce i I ingement between 
ticable to disburse each month, but we do so in vili ¢ t yay the amount of hi 
is¢es as possibile ind especially n the cases wher > » nature « | 

ire secured cre rs aftected This attention 


tors interests i "asses immense tl It \ Ss na I pea t ! rtie i ta We 


cooperate in wor out new arran ‘ (Turn to ‘Wage Earners page 
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Low-cost Microfilmer 
designed for 
small retail stores. . 


If you have 3,500-5,000 charge accounts, tlic 
Recordak 


idvantages of Recordak Photographic Billing at muint- 


Junior Microfilmer will give you all the 


MUTT Ope rating cost, 


With this versatile “table top” microhilmer, any clerk 
can photograph sales checks and other media simply 
by pressing a button. And to read your film records, 


you merely lower the projection screen, which is an 


Now look at the surprisingly low cost Phe Recordak 
right (Model JI) 


. and you will 


Junior Microlilmer you see on the 

can be purchased outright for $1550 
receive one year of maimtenance service — including parts 
replacement at no additional cost. Or af can be rented 
for $25 per month including maintenance service 


and necessary parts replacement. 


Film costs are another surprise-——you can record 


utegral part of the machine, 


Thus, im one compact unit 


film equipment you need to eliminate the costly de- ing 


SCTIPLIVe billing practice oes OO Oe 


on every bill... to increase efhiciency and protection 


toa really remarkable degree. 


you get all the 


time and money 


thousands of documents on a 100-ft. roll of l6mm. 


Billing! 


Thus, the total cost 


will be far outweighed by your new savings 


Recordak Microfilm for only $3.50, including process 


' 
whether you buy or rent 


{sh Gnyv Ole 


of the hundreds of stores now using Recordak Photographu 


{11 prices quoted are subject to char thout not 


Gives you all the advantages 
of Recordak Photographic Billing 


Savings on every bill . . . because it’s 
only necessary to post sales-< heck totals, 
credits, returns, on “charge account” 
statements Original media are muicro- 
filmed and forwarded to customer-—elimi- 
nating costly description of individual 


items, tax entries, etc, 


Posting operations are reduced 85% 

. which enables your billing clerks to 
handle many more accounts with greater 
accuracy ... to take seasonal pe ak loads 
in stride. And girls who never saw a 
billing machine before can become efhi- 


cient billers almost overnight. 


Adjustment traffic is greatly reduced 
because your bill, which includes original 
sales checks and other media, answers 
customer-que stions in advance . shows 
who bought what ...when... and where 
the merchandise was sent. Everything 


there authenticated by signature, 








The Recordak Junior Microfilmer —pliotograplis sal ind other media wnstar 1 fraction of a cent apiece, 


=RECORDPK 


(Subsidiary of Eastman Kodck Company) 


originator of modern microfilming— 
and its application to retailing 
k 
FREE NEW FOLDER, “Make You 


ts wit ecordak PI 


{ RECORDAK CORPORATION 
(Sub 1 At mi Kodak Cx 
$44 Madison Ave New 


Cention 


wk 29 


Greater protection... because your pho- 


tograplhi illy accurate Recordak micro- 


films can’t be changed without detection 





can be vault-stored in approximately 
1% of the * paper filing space A fact that 


has led many msurance compaties to re 


duce “Accounts-Receivable” 


pre THUS 





“Collections” 


wen een ne meena 





a 





(Beginning on Page 8.) im 








why you have not contacted us, giving the reason for your 
delay 

The policy of our firm is always to be lenient in cases of 
necessity, but © course we expect your cooperation in return 
Unless your check is received by — steps to repossess 
your car will be taken. We hope, however, Mr. ———, 
that this unpleasant action will not be necessary 

Amount $ 

Delq. Int 


Our Insurance Agency constitutes the volume of our 
business, and possibly many may feel this type of business 
Because of the 
competitive nature of the business, much care must be 


does not present a collection problem. 


given to collection technique. We write no life insurance 
only casualty lines, and with the increasing cost of auto 
mobile insurance, the Insurance Agent has his credit prob 
lems. Not everyone can pay $60.00 to $125.00 or more 
premium out of one pay check, so it ceases to be a thirty 
day account. Therefore, time must be given the assured 
to take care of the premium because he must have the 
protection. 

Usually the agent pays his accounts to the insurance 
companies within sixty days from date of policy, which 
means that he must collect sufficient part of the premium 
to keep up with the earned portion. If the account 
turned out to be uncollectible after the full premium had 
been advanced to the company, it would mean that the 
agent would lose the earned premium up to date, be 
cause he can recover from the company only the unearned 
part of the premium 

When an assured has reverses it would not help t 
cancel his insurance which protects what he has been able 
to accumulate over a period of years. In case ofa claim, 
without sufficient protection, he is only getting in deeper. 
The Collection Manager has this in mind and has to 


work with such cases, many times carrying the account 





until such time as he is in a position to pay. The merits 
of the case would of course govern your actions. Con- 
trary to the belief of many, the assured does have protec- 
tion whether he has paid the premium to the agent or 
not. Once the policy is written it is in force until a for- 
mal cancellation notice is sent to the assured. The com- 
pany collects from the agent within the specified time 
and it is up to the agent to collect from the assured, if 
he carries him past this date. 

This class of credit presents a different problem than 
in the case of selling a commodity. When the policy is 
received it is often put away with the invoice neatly 
tucked inside, and often in a place where it cannot be 
found. If the fire engine goes down his street, it might 
be a reminder that he had not taken care of his own 
premium. 

Often the assured decides not to keep the policy 
ordering it, but does not realize that while it is not a 
commodity, it must nevertheless be returned to the agent 
before the agent can secure credit from the insurance 
company for the amount of the unearned premium, and 
that as long as he keeps the policy he is rece ving prote 
tion afforded under the policy by the insurance company 
and also a premium is being earned The agent is 
charged with every policy ind premiums they represent 
by the company and these numbers must be accounted for 

Like the retail business, however, there is opportunity 
for the development of new business when working on 
collections, especially over the phone, and you never re 
ceive a piece of mail from an Insurance Agent's office 
that does not contain advertising matter. Every credit 
or collection manager will agree that his work is inter 
esting and while we all have the unpleasant customer to 
deal with occasionally when he is contacted about his bill, 
1962 ke 





* “Birthplace” 


(Beginning on Page 4.) € 





a convention if you please, of credit men from the one 
region, might well be profitable to all. And it would 
permit attendance by many who could not attend Na 
tional Conventions. So Spokane took the lead, and in 
vited the credit men of the four states to attend a con 
ference in Spokane in February 1921. 

The attendance was larger than expected, and the 
meetings were so successful that it was voted to have an 
annual conference. It has not been missed since. I am 
led to believe that this was probably the first such regional 
conference because, when it was announced, the National 
headquarters in St. Louis took alarm. It feared that we 
out here might secede and form our own Association in 
stead of maintaining affiliation with the National It 
decided to send an officer to attend and prevent any such 
development. But it had to count its pennies, too, and 
thought it would be less expensive to send a National 
Director from Los Angeles than from St. Louis. Actu 
ally the distance was greater and so was the expense. 

No one had any thought of secession but rather of 
strengthening the National, which has been a_ result 
This writer told the National Convention at Cleveland 
in 1922 about that conference, and suggested that other 
regions organize and hold similar conferences, expressing 
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the belief that they would be helpful to the individual 
credit men and would strengthen the National. It would 
appear that our present 12 districts and our 31,000 Na 
tional members justify that prediction 

Still another “first” is Spokane’s Credit Women’s 
Breakfast Club, organized here. After several years of 
local development, it promoted the organization of th 
Credit Women's Breakfast Clubs of North America 
the Silver Jubilee Convention in Spokane in 1937 
last summer had a membership of over 10,000 

Spokane is proud to have been the birthplac e of our 
N ational : Is proud to have been host to the first regional 
conference; to have been helpful in organizing the local 
issociations in the other Pacific Northwest cities that 
now make up District 10; to have exceeded the member 
ship of any city less than four times our size and to stand 


} 


third in the nation. We are proud the breakfast clubs 


became National here. We were proud to have been 
host to the Silver Jubilee convention, and we look for 
ward to entertaining the Golden Jubilee convention in 
on the whole you meet some interesting personalities over 
the phone. After a while they seem like real friends al 


though you might never meet them personally wee 





Credit Cards for Hospital Admission 


IN WHAT IS probably a pioneering procedure in its 
field, the seven Rochester (New York) hospitals making 
up the Rochester Regional Hospital Council, Inc., have 
issued laminated identifi ition « irds to qualified persons 
Cardholders are granted the courtesy of admission and 
treatment at any one of the hospitals named on the card 
without need for advance deposit. The wording on the 


tront side of the card is shown below 





HOSPITAL IDENTIFICATION CARD 
ROCHESTER REGIONAL HOSPITAL COUNCIL, Inc 


(Mr. John J. Doe) NO. (RG) 
(1002 Aab Avenue) (1-001) 
(3-52 ) 
(Rochester 27, New York) 
(and Family Members) 


Is extended the Courtesy of Admission and Treatment 
as provided under the terms of the application, at 
any of the hospitals listed on back of this card with 
out advance deposit 





This is the reverse side of the card 





Participating hospitals 
GENESEE 
HIGHLAND 

PARK 


ROCHESTER GENERAL 

ST. MARY'S 

STRONG MEMORIAL 
LAKESIDE MEMORIAL 


This card is issued as a Community Service in the 
hope that it may facilitate service for you or a 
member of your family. 


Issuing Hospital (Name) 
(Administrator) 


(Title) 











Through Various public ity ch innels the gene ral public 


s invited to make application for cards. A complete 


redit application is required with all usual information 


set forth Ihe applications are then cleared through the 


Credit Bureau of Rochester, Inc When issued, the 


irds entitle the responsible person, spouse and minor 


ldren to the facilities described 


The application contains the following agreement 





In applying for this Hospital Identification Card, I 
hereby agree to abide by the Financial Policy of the 
hospital to which it is presented, and will, either per 
sonally or through a responsible relative, contact the 
Financial Officer of the hospital involved within 48 
hours of the card's use. In consideration of hospital 
treatment for persons listed on the application the 
signer agrees to pay the account. In the event of 
loss, I will immediately notify the Rochester Regional 
Hospital Council, Inc., 16 E. Main Street, Rochester 
14, New York 


Signature 
Dated this day of 











\ master list of all cards issued will be maintained by 
the Council. Each hospital will keep an accurate and 


idequate file on all cards issu by it including use of 


the card and other pertinent information At least 
monthly a bulletin will be issued from the Council 
Office warning of misused or lost cards. 

The Hospital Council supervises the imsuance and 
ontrol of the cards, but the Financial Officer of each 
hospital is responsible for all details of credit extension 
ind billing The possession of the card does not guaran 
tee that credit will be granted Dut its presentation will 
tacilitate admission and establish identity and responsi 
bility 

Members desiring more information on this forward 
looking step in better hospital credit procedures in the 
community are invited to write to J]. Bilger Bronson, 
Credit Manager, Rochester Regional Hospital Council, 
16 East Main Street, Rochester 14, New York Mr 
Bronson was active at the Hospital and Professional 
(jroup of our W ashington Consumer Credit Conte rence, 
and will also be on the program of this group at the New 
Orleans Conference next June whe 





Give Collections Priority in January 
INDICATIONS are reaching us from several sources 


evere personnel problems have forced many credit 
tives in recent months to torego customary routine 
lection tollow up on account lhe vear-end review 
counts, as a preliminary to charging-oftt to Profit and 


hows the ettect of this entorced nevgiect Seriously 


ist-due account ire appearing that reveal insufhcient 


oncentrated collection eftort hav ing been done on them 
\ drive during January to bring as many as _ possible 

it these accounts up-to-date would be profitable 
im me k ‘ ersonne! ca ty 
prevent elabor | rocedur but other 
reminder could if oved Stickers 
erts and pr nted ’ i is¢a W thout 

r experienced people 


il ives in collect 


credit bur 


omplish the dual 
the same time 
ireau of the cond 
torms where they are 
Whatever meat 
iriety of them, dependit 


itive stepped ip 
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What \s the Most Important Credit Problem for 19537 





Opinions of Management 


It is difficult to lay down an exact yardstick to be followed 
in determining credit policy; for that policy is the result of the 
intelligent handling of thousands of individual accounts in each 
institution, both as to the extension of credit and the collection 
of accounts. The crystallization of such a policy must take into 
consideration not only the financiai picture of each account, but 
the moral character of the individual under consideration lo 
be too loose would result in the building up of trozen accounts 
and excess credit losses; to be too tight would contribute to 
driving away good potential business for the store and today 
I believe it is accepted generally that a well-run credit depart 
ment serves as a virile promotional vehicle for the stimulation 
of volume However, it is axiomatic to recognize that as a 
cycle of great prosperity lengthens, and the danger and prob 
ibility of a slackening of business activity may be in sight, it 
is expedient for anyone who handles fiscal matters for a busi 
ness, whether such fiscal affairs are in the field of investment 
credit or within the area of business or corporate management 
to exercise greater conservatism, so that every house is in order 
in the event that the slackening of business and industrial 
activity might result in recession, and the various conditions 
that go with the downward trend in the economic activity of 
the country I believe this philosophy and practice will be re« 
ognized by all able credit men at this time. While it is difficult 
to prognosticate the future, most economists seem to feel, which 
uppears reasonable after so many years of unprecedented pros 
perity, that some slackening of economic activity is like! lu 
ing the coming months which might extend through 1954 
might be well for credit men as they embark upon the year of 
1953, to take cognizance of this possibility, so that if these 
prognostications prove to be correct, their individual houses 
may be in good order Sidney R. Baer, Vice-Chairman of the 
Board and Treasurer, Stix, Baer and Fuller, St. Louis, Miso 


x * *® 


In my opinion collection of accounts will be a pri- 
mary problem. I believe, generally, customers will 
find it increasingly difficult to restrain from over- 
buying and encumbering themselves beyond ability 
to pay. Budget accounts should, therefore, increase; 
which, simultaneously, presents the problem of se 
lecting good credit risks. This requires experienced 
and well-trained personnel. One might say that we 
are faced with a multiple problem, although it is not 
unsurmountable and is one with which we have been 
previously confronted and mastered.—Mrs. John A 
Brown President, John A. Brown Company, Okla 
homa City, Oklahoma 

x* * *& 


It seems that the elimination of Regulation W has put quite 
1 problem on people extending credit, particularly on a long 
time instalment basis. With advertising of “no money down 
and “twenty-four months to pay,” the credit stretch is particu 
larly long, considering the fact that the future is so uncertain 
With this talk of a recession the last half of 1953, it seems now 
is the time for everyone to “pull in their horns” and trv to get 
higher down payments and a shorter credit stretch. Even 
minor recession will mean there will be a lot of people out of 
work which will mean the credit risk is that much greater on 
long term deals I suggest caution, clear thinking and adult 
judgment in handling credits through this particular period 

A. Davidson, Executive Vice-President, Boutells. Minneapol 
Minnesota 

* * * 


I should like to add for the over-all problem this 
question: If the “war” situation improves consider- 
ably, how are we going to make a transition from an 
excessive war-operating economy to a conservative 
governmental operation without having the bottom 
fall out of things? By inflation we have been stav- 
ing off the day of adjustment, and we are going to 
have to face the facts somewhere down the line.— 
Myron Everts. President, Arthur A. Averts Com- 
pany, Dallas, Texas 

* * ® 
Believe that the most important objectives for credit develo; 
ment in 1953 should be the promotion of new charge accounts 
in a sufficient number to more than offset those lost to the store 
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because of deaths and removals from the city, and continued 
improvement of collection percentages through education rather 
than through strong or “tough” collection letters, a prompt and 
well-timed follow-up—Max E Friedmann, President, Ed 
Schuster & Company, Inc., Milwaukee, Wisconsin 

ee Ss @ 


With a change in the National Administration 
there naturally comes a feeling of uncertainty in the 
minds of businessmen. Many changes can be made, 
and not the least of these can be those concerning 
credit regulations. Then, too, for the past decade 
spending and buying have been at an all-time high, 
and in many instances somewhat reckless. For sev- 
eral years now national employment and income have 
been higher than anyone ever believed they could 
be. These factors have built a false feeling toward 
security for future indebtedness. By this I mean that 
it generally appears to be the consensus that good 
times and high incomes are here to stay. This may 
be true in a sense but they must be based on a realis- 
tic economy not prodded by excessive wartime spend- 
ing. This feeling is likely to cause buyers to buy 
beyond their abilities to pay, and at the same t me 
cause creditors to relax credit terms beyond sound 
security. The fact that credit has been more widely 
used in our economy since World War II, and often- 
times with lenient terms, could serve as pitfalls dur- 
ing 1953. It may be necessary for credit managers 
to be less lenient, and investigate buyers’ ability to 
pay more thoroughly, before advancing credit than 
was the case in 1952, because of the fact that the 
general tempo of our economy is changing and busi- 
ness conditions for 1953 will be different from in 
1952. Therefore, suggest we adopt the policy of 
“Stop, Look, and Listen” before advancing all-out 
credit to every “Johnny Commonweal.”—Mrs. Mar 
euerite Garrison, Secretary-Treasurer, Jordan & 
Booth, Shreveport, Louisiana. 

~*~ * * 
, 


Ihe most important retail credit problem 
1953 is that of granting instalment credit on a 
the granting of credit to an extent that ¢ 
, way To accomplish this dual j carefu 
ment supervision of credit and collection functions 
piired Sound policies must be adopted and enforced 
m and credit problems must given considerati 


planning t merchandise programs Advertising 
more emphasis on merchandise ay l 
peal The number of small item 
offset large items sold on longer 
st he warned of overloading customers beyond ability 
! 


ection departments must be freed of details so full arter 
be devoted to the task of collecting and maintaining 
Principally, the credit man must be trained to 
it the responsi ity for the soundness of credit 
Ite must realize that no longer can he depend 
lirective to force him to make sound credit terms The credit 
nan must grant long-term accounts carefully, offsetting these 
vith many short-term accounts He must express himself be 
fore management, making them aware of his problem and ask 
ng their assistance He must watch the effect of store adver 
tising on his credits and make himself heard before manage 
ment it is adverse He must ize he holds a kev posi 
sat the accounts outstanding lany stores are the most 
able asset in the business, that is responsible for their 
condition, and that this responsibility must be given the effort 
Rawson Haverty, Secretaryv-Treasurer, Haverty 
Atlanta, Georgia 
x~* * 


it deserves 


e Companies, Inc 


It is my opinion that the most important retail 
credit problem confronting us in 1953 will be a 
tendency on the part of retail management, in its 
perfectly natural desire to open wider markets for 
sales expansion, to overextend customer credit on 
contract or instalment sales. Our experience has 
been in the past that sales, made without adequate 
down payment, or with none at all, and with pay 
ments extending over 24. 30, and 36 months, have 
always ended in trouble finally, and a wide adoption 
of this practice would be not only highly inflationary, 
but would certainly hasten the event of a new re 





cession, Or a serious contraction ultimately of con- 
sumer spending. If too many people learn to spend 
next year’s income this year, the whole economy will 
be endangered. It is sound business both for stores 
and customers that credit relations should be main- 
tained on a current basis and the payments made 
promptly as agreed. It is a demonstrated fact that 
in personal, just as in public relations, both domestic 
and international, nobody's friendship can be bought 
with money and when credit is overextended the 
creditor will lose not only his money, but his cus- 
tomer’s friendship as well—Allen W. Hinkel, Presi- 
dent, Hinkel’s, Wichita, Kansas. 
x* * * 


During 1953, consumers and stores will benefit most through 
following sound, well-tried and established credit policies Lhe 
wise use of credit enables the consumer to receive all its bene 
fits and a retail business to assist the consumer in securing 
these benefits \ sound approach by both parties to the trans 
action will bring about mutual benefits.—Bernard S. Horne 
Vice-President and Treasurer, Joseph Horne Company, Pitts 
burgh, Pennsylvania 

. * 


See nothing new on the credit horizon for the 
forthcoming year, and believe that with good work 
any problems will be solved.—Albert D. Hutzler, 
President, Hutzler Brothers Company, Baltimore, 
Maryland 

~* * 
no better crystal ball than anybody el 
concerned, the problems for 1953 will be wery 
other 4 t Lawrence Lachman, Treas 
thers ork, New York 
* * * 


Consumer credit reached an all-time high in 1952 
and this has had a favorable influence on the total 
purchases by consumers. The collection of accounts 
has become increasingly more difficult and it would 
appear that greater caution will have to be exercised 
in the extension of credit in the months ahead. As 
long as the economy operates on an even keel, no 
substantial losses should be sustained if considered 
judgment is used in the extension of credit. Because 
of the favorable conditions that have obtained during 
the past number of years, retailers might become 
lulled into a false sense of security in liberalizing 
credit terms and making such terms available to 
poorer credit risks Therefore, in 1953 I believe 
credit should be extended as an instrument of obtain- 
ing additional sales volume, but greater caution 
should be exercised to avoid excessive losses.—Mor 
ton J. May, Chairman, The May Department Stores 
Company 

2 eS 
tant to 

me! ise t yur endeavo our store to use 
liberall ’ same time i ously Many stores 
throughe h imtry are reporting a decline in thirty-da 
account « ion percentages Many stores also report 
ing there 1 ) increased desire on the part of customers t 
use the ‘ lit tor an excessive purchase of soft goods 
in instalment basis There was a very inte 
ing ar r the November 1952, Wall Street Journa 
the subjec redit Firms Refusing Big-Car Buyers With Sn 

t es That article clearly points t that many 


some form 


ple are ecoming overextended It also points out concer 
the finance companies that probably there may come a time 
when there may be a minor recession and it would be 

be sure that their credit house is in good order 

retailers are in exactly the same position Phey should 
credit freely and at the same time should make sure that the 
customer's possibility of payment is reasonably good so exces 


, , 
sive losses will not occ 


because of injudicious extensio 
credit f as thirty ccounts are concerned, we believ 
that mt which is paid up is en to buy We bel 
that ce ym methods should be simple; should be kindly 
there is no possible chance to offend the customer 

same time they should be firm Perhaps this seems to 

that we are interested in eating our cake and havir 

the same time However, that is not really the case We are 
extending more instalment accounts than we have in some 
time. We are ning up new thirty-day charge accounts wit! 
inv customer who has anv reasonable basis for credit r 
instalment accounts and thirty-ca charge accounts 
Stephenson, Vice-President, The |. L. Hudson Company, Detroit 


Michigar 


Retail credit sales managers have two important 
problems to face in 1953, (a) A continuous and pro- 
gressive drive for new accounts and a stepped-up pro- 
motional campaign to reactivate paid-up accounts, 
and (b) Prompt and accelerated follow-up on ac- 
counts receivable is an important phase for credit 
executives to see followed. A decline in business 
during the latter part of 1953 is generally predicted; 
thus, the policy of keeping accounts receivable liquid 
becomes of paramount importance. If we success- 
fully solve the first two problems and keep our in- 
ventories in healthy position we should then be able 
to realize our goals and show a net profit for 1953.— 
Joseph A. White, Vice-President, Harris Stores 
Company, Pittsburgh, Pennsylvania 


Opinions of Credit Executives 


It seems rather dithcult to fo ist any one particular credit 
probiem for 1953, as there are so many ingles to be considered 
However, we are inclined to feel that the following statement 
should be given much consideration Promotion of charge 
sales and a constant analysis of past-due accounts, with a 
ced credit operating cost I M. Arth Woodward & 

Washington, D. ¢ 


~*~ * * 


One of the most important retail credit problems 
that confronts the credit department for 1953 will be 
the determining of the type of activity that should be 
shown to get the best results as outlined in these 
suggestions. A credit department may collect money 
efficiently and hold down losses, but it may not 
always advance the prestige and standing of the store 
or the credit manager. But a good credit sales de- 
partment—good offensively as a promoter of sales, 
and defensively as a protector of credit—advances 
the prestige and standing of the store and the credit 
sales manager Expressed in terms of the balance 
sheet and operating statement, a credit department 
is an expense and a liability, while a credit sales de 
partment is an investment and an asset. Top man 
agement gives high priority to the requests of any 
department that generates increased sales, profits, 
and assets, but it considers with reluctance the re- 
quest of a department that can only be considered 
an expense or a necessary evil. The logic of this brief 
analysis is inescapable The advancement of the 
credit operation in stores depends upon the evolu 
tion of the credit departments into credit sales de 
partments, and the development of the credit execu 
tive into a credit sales executive, or the latter into a 
better credit sales executive-—Dean Ashby, Famous 
Barr Company, St. Louis, Missouri 

* * * 

lem f 19 will b vethe » be lenient 

extending credit " m managers 
of their account or und L's and 
ver had This was due t sy credit terms 
k advantage of and this means more headaches 
stronger credit terms be 

" accounts and revent 

ng ; Howard Street 


Maryland 
~*~ * * 


The most important credit problem in 1953 is that 
of customer relationships Economic conditions are 
pretty much stable. Practically all credit depart 
ments are modern and up-to-the-minute on credit 
procedure. They have to be! The field of customer 
relationships has not kept pace and has lagged far 
behind in credit promotion. Too much cut-and-dried, 
although efficient, operation has crowded it out. The 
institution that does most to ensure harmonious and 
courteous consideration of patrons is going to forge 
out ahead of those more apathetic toward this now 
important activity. The old saying “Let the buyer 
beware” has now twisted itself into “Let the seller 
beware,” lest he lose his customers to a more pro 
gressive establishment.—A. E. Cameron, Ware Pratt 
Company, Worcester, Massachusetts 


(Turn to “Credit Problems,’’ page 29.) 
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LEONARD BERRY 


HROUGH THE ENTRANCE of the store’s 
credit department troop, every business day, a con 
stant procession of visitors. Cpening new accounts, mak 
ing payments, discussing collection problems, seeking bill 
adjustments, and all the other myriad purposes that bring 
people to the credit department, cause that busy spot to 
have more direct, personal and important customer con 
tacts than almost any other department in the store. 

Not only do people come to the credit department in 
great numbers, they often come in varying degrees of 
disturbance, timidity, and perhap. even trepidation 
Credit department personnel, therefore, possess unequaled 
opportunities for building friends for the store. Con 
versely, strong resentment and lasting ill-will can quickly 
arise from cold, indifferent and thoughtless treatment of 
these susceptible callers. 

Somehow a warm, inviting and cordial atmosphere 
must be created in the credit office. Every effort must 
be made to make the customer feel personally welcome 
and put at ease. This can be considerably helped by 
improving the location and appearance of the credit 
office. It can be encouraged by constant training and 
inspiration of the credit department staff. It can be 
furthered by better credit communications 

The first of these objectives frequently involves 
“selling” job to management. Better location and im 
proved appearance of the credit office will not be com 
monly achieved until top store management recognizes 
the significant role that credit plays today in building 
profitable sales volume. 

One credit sales manager recently related that he su 
cessfully enlisted the willing cooperation of his store 
president in this connection by inviting that executive to 
look at the approach, physical layout, general appearance 
and facilities, of the credit office from the critical view 
point of the customer seeking credit service Quite 
quickly after that informative scrutiny, authorization came 
through for considerable credit office renovation and 
modernization 

The training and inspiration of credit department per 
sonnel must come largely from the credit executive hin 
self, It is not enough that the credit manager have a 


sales approach to credit matters, that same attitude must 


be imparted to every customer contact person the 


department By example, and by precept, the credit 
manager must impress upon those who work in the di 


vision the significant fact that each and every customer 
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is supremely important, and must be treated always with 
the courtesy due a respected guest 

Fach link in the chain of customer credit service must 
be made strong and efficient. If not, the most devoted 
etiorts of credit management in building a loyal credit 
clientele avail nothing. The curtness of a receptionist, 
the sullenness of a cashier, the abruptness of an inter 
viewer, the tardiness of a bill adjuster in looking up the 
records, all these can undo in seconds the good will that 
has taken years to build. 

And, of course, the significance of good communica 
tions in cementing better customer-store relations is im 
possible to overemphasize. Good communications in 
volve not only letters and notices, but also signs in the 
department, telephone techniques, interviewing skills, and 
indeed every way in which one person communicates with 
another 

Now, at this beginning of a new year, steps should be 
taken toward improvement of these vital points 
tomer credit department reception and service wherever 


such be necessary 


This Month’s Illustrations => 


Our illustrations are all from Spokane, Wa-hington, 
the fine city The Creprr Wor.p honors this month 

Illustration No. 1. 
approach to the troublesome past-due small balance prob 
lem. C. M. Geraghty, Credit Manager, The Eastern 


Outfitting Company, tells the customer that even though 


A rather unusual and positive 


there is such a small balance owing, further charge pur 
chases will be gladly honored 
Illustration No. 2. 


lection letter. Its brevity and warmth should cause this 


An informal and friendly col 


letter to meet with ready customer acceptance. Used by 
G. Klein, Credit Manager, Pratt Furniture Company 
Illustration No. 3. 


acceptance letter, signed by the president of The Crescent 


This excellent new account 


is part of a four-page deckle-edged folder. On the two 
inside pages (which space prevents us from showing) 
appears detailed information concerning the various credit 
services oftered by The Crescent On the back of the 
tolder the firm’s merchandising policy is shown, which 
eads, “Correct merchandise at a fair price is the basis 
of all satistactory business. It is our aim have every 
transaction satisfactory to the purchaser 

Illustration No. 4. Emry’s sends this letter with 
customer's new credit cards. Opportunity is taken to 
thank the customer for friendship and patronage and to 
compliment prompt payers on their cooperation 

Illustration No. 5. This is one of a series of similar 
printed collection reminders (each a different color) used 
We especially like the 
key phrase “Remembering is sometimes a matter of being 
reminded ! wee 


R. C. Pratt Furniture Store 
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Nowember 12, 1952 


Mr. Willies 
BE. 708 Plett Avenue 
Spokane, Wash ingtoo 


Dear Mr. Olecnt 


jon in your mind regarding pur- 


Should there be any q 
make, ple do not feel hesitant 


chases you may desire t 
because of the small balance remaining on your sccount 

¢ best and entitles you to special 
of terms. Be assured that 
your account. 


Your record with us ie th 

sideration in the arrangement 
we will gladly place any purchases on 
It will be « pleasure to have you cals and make selections 
from our new fashions. 


Very truly yours, 


EaSTERS 


stag aay 
. Me Geraghty 
redit Manager 


FURNITURE CC 


HOME F RNISHERS 
~ nears e 


PRATI 


yMPLETE 


wr. Ploy? L. Bless 
ox Riversite avewn* 


Spokane 31. nington 


Dear Wr. Blane 

} oi ® 
ic ¢ you have just sis 
our records indicete the : 

T tw one you forget. tee) let thing? slide 
paynent. Ten —_ 
oocesionelly eithout intent) ot. 
coounts up © sete, and 


, our « 
eved. 


Son*t you belp ¥* 
gated. It shall be eppree? 


esi) your paysent today? 
Very truly your*. 
PRagt PORN TORE COMPANY 
. of rg 
* 


wa 





® 


It is @ pleasure to thank you for the opportwmity you 
heave given we of opening @ aenthly Charge Account in 
your name and te assure you thet ve will spare no ef~ 
fort te make every transection satisfactory to you. 


Be invite your ettention to the inside pages. Herein 
we have set forth our monthly charge sccowmt terns and 
other credit services, and alec « full explanation of 
the conwan len and wee of the Charge-Plete. 


Te think you'll find shopping et The Crescent 6 rea) 
pleasure. ur courteow, helpful staff of salespeople 
will make every effort to ple 
weually lerge sesortments of sercher 
tured in every depertannt. 
{ dependable 
rescent. 
installed, ow new Air Conditioning equipaent eill 
add further to your shopping plesswe,. The first, 
second, third, and fourth floors of beth buildings, ss 
tore are noe completely sir 


Fe appreciate the privilege of serving you and aay *e 
newer fail to please you, 


deserve « special letter 
tinuously take care 


Lester Peuck 
orptroller 


VERE A! STEVENS 


oe 
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Harry O. Schultz 


His many friends in North America will regret to learn 
the death of Harry ©. Schultz of C Alberta 
He suffered a heart attack and passed 


after December 30, 1952 


ot 
Canada 
shortly 


ilgary 
away 
midnight 
attended International 

Banff in June, 1948 will remember 
greeting of Harry for C 
District 10 conference 
to the 


Members who our Consumer 
Credit Conterence 
the 
Edmonton 
Harry 
Bantt 


appreciation tor his courtesies and hospit lity 


acted algary 


the 


cordial who 


and in staging 


often referred many friendships made at 


and the letters received from members expressing 


ind that of 
our Canadian friends 


Harr 


Following 


It was my privilege Schultz 
Calg May, 1936 
made the trip together to Victoria, B. ¢ 
of District 10 At that 


about the possibilities of a strong National member 


to meet first at 


ary in 1 meeting there 


tor the annual 


conterence time he was enthusi 


astic 


numbered less Si) 


and 


ship in Canada and although we than 


he 


which result has been 


predicted an eventual membership of several thou 
attained 

Harry was one of the most successful 
North He 


credit tor 


papers in this connection 


Bure iu manape 


America. was a great believer in consumer 


years used the Cal 
These 
marked improvement in credit condition 

Harry Schultz 
will 


education and gary news 


messages resulted ina 


unselfish deve 
the ‘ 
he 


and his enthusiasm 


by his 


ind 


missed triends redit 


lo his 
sympathy.—L. 8. Crowder 


tion he many 


Vera 


in 


fraternity wit we extend our rttelt 





Thank You, Milwaukee! 
Milwaukee 
N ition il 


Chairman of 


ns 
sociation 
ot 
bership Committee 
Lyle Kamradth, 


Lysne and Jim Dowling 


tA 


\s 
result 
Mem 


result wa 


Fuchs, President Retail Credit 


members as a 


the 


reports new 


a recent membership drive 
turning in this splendid 
two Co-Chairmen, Osborne 


assisted by 


Congratulations! 








Striving for 1500 


In order to accomplish as near a _ perfect 
credit control as is possible, our first duty as 
a local credit association has been to get every 
firm doing a charge or credit business in the 
area to become a member of both the local and 
national associations. The Spokane association 
strives for this each year and during April and 
May our entire membership is asked to par- 
ticipate in a membership campaign to bring it 
about. Results under this program have been 
outstanding. We have grown from 340 mem- 
bers in 1937 to 914 members at the present time 
all of whom are members of the N.R.C.A. We 
hope to make it 1,500 before we stop which is 
our potential with a population of 173,000.- 
R. T. Schatz, The Washington Water Power 
Company, Spokane, Washington, Past Presi- 
dent, N.R.C.A 
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we 


See a 


FLASHES 


Coming District Meetings 


District Two (New York and Ne 
District Twelve (Delaware ~<dbeng 
Maryland Virginia and 
will hold a joint meeting at Hote 
New York, N. ¥ February 8, 9 

District Three Georgia, Ni 


Florida E 
South ¢ and District Four 
Mississippi 


Pennsylvania 

' 
annual 
ana 
ind irolina 


Louisiana and Tennessee) w 
in conjunction with the 
Credit Conterence 


The Rooseve 


innual mee ting 
Consumer 
Association 


ternational 
Retail ¢ 


Orleans, La 


redit 
June 22, 23 

District Five (Ohio, Michiga 
Kentucky) and District Thirteen 
l Wisconsin ept 
the McCurdy 
24 


ind 


diana ins exe Super or “ 


' 
Hotel, | 


innual meeting at 
1953 
Mir neso 


Dakota Superio 


Februar d 3, and 

District Six 
Dakota 
mba, 4 


otel 


low 1 
South 

' 
innual 


inada will hold it 


Sioux City February 
District Seven (Arkans 
Oklahoma) will hold its anr 
Hotel Joplin Mo March 
District Eight (‘Texas 
Rice Hotel Houston 


lowa 


it the | exas 
1953 
District Nine 
W yoming ) 
Hotel Ben Lomond 
District Ten (Alaska, Idaho 
Washing Alberta, British Columbia 
ewan, Canada) will hold its 
Hotel, Victoria, British 
and 19, 1953 
District Eleven 
Hawaii) will hold its 
Hotel S 


1953 


Colorado, New Mey 
will hold its annual meeting 


April 13 


ton 
innual 
Colum! 


meeting 
press 
17, 18 
Arizona, California, Nevada 
innual meeting 


Diego, Calit 


it the | » 


| 


in February 15 ( 
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‘*+Annual Meeting” = Announcing a New Plan 
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“Wage Earners” 


I (Beginning on page 14.) 


seseeeee . . now 


a outhern . ill be oftered this 
not solely the trustee “¢ that | 
oupon wlow and 
vement rie to a successful conclusion 
interested in 
exercise Ais authority 
| rties do their best 
le irrangement 


the referee should see that the National Retail Credit Association 
i175 Jackson Avenue 


Louis 5, Missouri 


promptly ssed so th t the par ‘ av be tree 
sue their r remedies 
I believe that (¢ hapter XIII ili be increasing 


We would like to have a Retail Credit School 
tl roughout the ] r\ I l substitute tor 


conducted in our city by Mr, Speake. Please give 


earner bankruptcies ree residing over thes date the Course can be scheduled for us If 


ot iccomp! shmen 
they nore em s illy concluded A Cha 


XIII re ding, s | oncluded, in which 


‘btor has | 1 all us debts in full, is a constructi 


possible, we prefer it to be scheduled during the 
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result, the bus | y| { s district } 
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The Basis of Credit and Collection Technique 


F. T. EVERSON, M.C.I., Gough and Company Ltd., Vancouver, B. C., Canada 


N READING the Apocrypha not so long ago, I came 
across the following which I considered singularly 
appropriate even today: “Lend to thy neighbour in time 
of his need and pay thou thy neighbour again in due 
season. Confirm thy word and keep faith with him and 
at all times thou shalt find what thou needeth.”” Reading 


“Till he hath re 


ceived, he will kiss a man's hand; and for his neighbour's 


on further | found another passage: 


money he will speak submissively; but when he should 
repay, he will prolong the time, and return words of grief, 
and complain of the time.”” ‘Times have not changed very 
much after all. 

We see then that credit has been used through the ages, 
never, however, to the same extent as at present. Modern 
business is based on credit and without it the complicated 
economic structure of today could not function. 

At one time consumer credit was mainly confined to 
durable goods. ‘I his was later extended to soft goods and 
then was again and again extended until now credit may 
be obtained to cover the purchase of almost anything 
Reams have been written pro and con regarding the ad 
visability of this type of credit but regardless of its good 
or bad points, | think that it is here to stay and must be 
accepted as a hazard of modern business 

There are some types of businesses which can and do 
still function on a strictly cash basis and if a merchant 
can obtain a sufficient volume of business on this basis, 
his position is indeed a happy one. 

To obtain a satisfactory volume of profitable business 
is the only reason for granting credit to the consumer. 
Thirty-day accounts, budgets, revolving credit, etc., is a 
convenience to the customer, an advertising medium and 
a business builder for the merchant. 


MORE SALES ... Through Charge Customers 
We Can Get You 


OR MORE 
Write today New Chat, 3S e 
tor full Customers 
details ! 
LVERY Da vs 





iY a. J. woop & COMPANY 
a 1518 Walnut Street, Philadelphia 2, Pa, 


ed 
MARKET + OPINION + ATTITWBE /| ¢s¢a toh 


Men, and especially women, who buy for ca ire 


likely to shop around. Charge account customers become 
identified with certain stores and are more likely to con 
centrate their purchases. Many stores, and rig 
consider a large number of satisfied charge account cus 
tomers as their greatest asset 

How true is the saying that an account properly opened 
is an account half collected. ‘This is the time when a 
thorough understanding should be established and all 
necessary information obtained. At the outset there will 
probably be less sensitiveness on the part of an applicant 
and details may be readily given which may later be 
dificult to obtain. 

The time of the initial application for credit is the 
time tor a prospective customer to be given the dope” 
on the supplier's credit policy and perhaps at the same 
time, a diplomatic “pep talk” on the value of a good credit 
record. ‘There is no time like the beginning to establish 
a satisfactory basis of future credit relations and good 
will. 

Numerous definitions of credit have been given but 
one that appears to cover the subject best is “Credit is 
the exchange of goods or services for a promise to pay at 
some future date.”” The question always to be decided 
Its worth is based on what 
Charac 


and if complete information were 


is the value of the promise. 
is known in credit parlance as the “Three C’s” 
ter, Capacity, Capital 
ilways available and judgement used accordingly, bad 
debts would be reduced to a minimum. 

Character is, from a credit viewpoint, a man’s willing 
ness or inclination to pay his bills, which is, in turn, signifi 
cant of and based on the soundness of his moral principles. 
This is the most important of the three C’s and cannot 
be overestimated. 

Has the applicant the necessary equipment, both mental 
and physical, to assure steady employment and a reason 
able earning power? Does his income exceed his de 
mands? The importance of keeping a person’s purchas 
ing within his earning power or capacity cannot be too 
greatly stressed. COverbuying shows a lack of judgement 
and invariably reacts to the disadvantage of creditors 
The man who fails to pay usually owes several accounts 
of an aggregate amount which would require considerable 
sacrifice to liquidate, and he follows the line of least re 
sistance and withholds payment from all 

To the individual or consumer, while desirable, the lack 
of capital is not a bar to credit; a man who is earning 
$2,400.00 per year has capitalized his time and ability at 
$40,000.00. His income equals what would be realized 
from an investment of this amount at six per cent 

The test of character and capacity ts the reputation 
a man has established for meeting his obligations. If he 


has done so for a length of time the chances are that he 
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centres where the services of a reliable central bureau or “Bureau Work” 

clearinghouse is established, are fortunate inasmuch as MMI «8 (Beginning on page 5.) Cn 
this type of information is readily available. One final 
test is to ask yourself, “Would I lend this person a ten 


dollar bill as quickly is | would extend him ten dollars 


than 4,000,000 cards carrying information about every 
person who ever made a credit purchase in Spokane 


-redit ?” At the end of that first vear, a half-century ago, I 
crec 
, had about 200 customers who purchased all the service 
\ customer is under obligation to his supplier from the . 
| could vive them tor /) cents a month Credit checks 
time his account becomes past due until it is paid. Un 
x averaged about five or six calls a day loday, with 
fortunately, not all debtors feel as they should about 
nearly 1000 members and 50 employees, we handle more 
money they owe tor merchandise They wt as though a . , 
than 700 direct credit inquiries daily plus a host of other 
they had bestowed 1 tavour when buving the goods ind . 
ri by telephone and n uil 
another favour when they pay for them The longer the - 
: : - vas been a difhcult 50 years, because any business 
payment is deferred, the greater the tavour when the bill . 
i s selling service encounters many difficulties How 
is finally paid. 
. i r, the long corridor of time has dimmed the hardships 
-oOple y s Dec se 0 “sty ride or ¢ mh 
People pay bills because of hone pride or fear, and sain, leaving only the joy and geod mements chin 


appeal must be made repeatedly and patiently to the first 


like street lamps on a rainy night Even though | 


two qualities before fear and force are ever used. Re 83. | 


im find it till a pleasure to get up and come 


member the old adage, “You can catch more flies with lown to the office every day What othe ness ofter 
at 1 to om Vel a ! om yuS s otters 


t svar ”’ 
syrup than vinegar the spiritual rewards that are found i is fascinating 
Personal calls are probably the ideal form of collec business of credit ? **e 


tions Unfortunately however, the busy credit manager 





will have little time for travelling Telephone calls, ( stently in subject matter and time intervals. 4. Make 
handled with tact and diplomacy, are usually quite no statements which you do not intend to follow through 


eftective. Form letters have their rood points in reducing the 

Books, without number, have been written on the sub time required for dictating when large numbers of ac 
ject of collection letters, but their principal features can counts of a similar nature require dunning It should 
be listed as follows: 1. Good English. 2. An endeavour ilways be kept in mind, however, that the main object of 
should be made to find out if the customer has a reason 1 letter is to secure payment of the account, or to elicit 
tor nonpayment Sometimes there are complaints or ad i reply When a reply is received the correspondence 


justments necessary 3. Letters should follow each other should then take on a personal charactet nnn 





BE YOUR OWN COLLECTOR 


You Get More For Your Money On 


THESE EASY-TO-USE TESTED COLLECTION FORMS 
75—No. 1, The String Around Finger 
15—No. 2, The Past-Due Notice 
10—No. 3, The Demand Notice to Debtor 
All Three Notices in One COMBINATION BOOK, or Padded Separately, 100 to a Book 
Also REPOSSESSION & FINAL NOTICE Forms 


100 Any Form $10—300 Any Form or Assorted $25 
ALL MONEY PAID DIRECT TO YOU 
LEGAL IN U. S. MAIL 


Complete Mailing instructions also LEGAL OPINION furnished with each order 
Copyrighted, Produced and Distributed in the U. S. A. and Canada by THE GOOD WILL COL- 
LECTOR SYSTEM. The U. S. Federai Court has upheld our exclusive rights and title to our 
Forms. 


....+. CIVIL ACTION Case No. 1120. 
DON'T BE MISLED BY IMITATIONS!!! 
We Guarantee Prompt Shipment 


THE GOOD WILL COLLECTOR SYSTEM | 


P. O. Box 228, Kingston, Ont., Canada 1700 Lucile St., Wichita Falls, Texas 
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New Orleans, Louisiana 

At the annual meeting of the Retail Credit Association 
of New Orleans, New Orleans, Louisiana, the following 
officers and directors were elected: President, John | 
Zimmermann, M. Kirschmann & Co.; First Vice Presi 
dent, Roland Ruiz, D. H. Holmes, Co. Ltd.; Second 
Vice President, Ola Fayard, Maison Blanche; Secretary 
Vernon E. Svendson, Godchaux’s; and Treasurer, Alex 
Maier, New Orleans Public Service Directors John 
J. Bealle, Sears, Roebuck Co.; Gillie J. Bourque, Jr., 
Rosenberg Furniture Co ; Harris ¢ openhaver New 
Orleans Retailers Credit Bureau; Duke D. Dalfere 
Gaulf Oil Co.; Thomas C. Fischer, Progressive Bank and 
rust Co.; John W. Garner, Cha \. Kaufman Co. 
Ltd. ; Leonard J. Raymond, Local Finance Co.; John Rid 
dell, Metairie Savings Bank and Trust Co.; Creed B 
Scoggins Maver Israel Co ind Stanley Schulkens 
l abiche's 

Dallas, Texas 


The newly elected officers and director 
Retail Credit Manage Association llas i 
President, Earl B. Massengill, Lone Star Gas Co.; First 


Vice President, G. G. Alexander. Linz Brothers: Second 
Vice President, W. W. Whatley, Hunt Grocery Co 
Secretary, J. E. R. Chilton, Jr... Merchants Retail Credit 
Association ; Assistant Secretary, Chellie Sue Bragg, Met 
chants Retail Credit Association: and John W. Stovall 
Republic National Bank Directors WW H 
Creditors Service Bureau; Allen Barker, Manor Baking 
Lo Steve Barrett, Magnolia Petroleum Co.; | \l 
Boyd, Anderson Furniture Co.; Wm. F. Cofer, Neiman 
Marcus Co.; Mrs. Dee Jestis, Mr. Buster's Studio Furni 
ture; Howard Nation, Sanger Bros.; G. Jack Orr, Amer 
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District Eleven News 


The annual meeting of District 11 will be held at the 
U.S. Grant Hotel, San Diego, California, February 15 
18, 1953. Fred L. Train, General Manager, Merchants 
Credit Association of San Diego, is chairman of the con 
ference. Speakers on the general program include: O 
W. Frieberg, American Trust Co., San Francisco, Calif., 
and President, National Retail Credit Association, whose 
subject will be, “General Observations; Francis Auger 
Credit Bureau of Orlando, Orlando, Florida, and Presi 
dent, Associated Credit Bureaus of America, on “Our 
Mutual Responsibility; Vincent Kennedy, General 
Manager, California Retailers Association, will talk on 
“Legislation, the Responsibility of Retail Credit Execu 
tives;” Harold A. Wallace, Executive Vice President 
ACB of A., St. Louis, Mo., who will have as his subject 
“I Believe; Nelle Stombs, Eddie Gippert Motor Sales, 
Rock Island, IIL, and President, Credit Women's Break 
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* “Credit Problems” (Beginning on Page 20.) s 





The most important credit problem for 1953 will be to main Unless these tw segments of the credit ofhce 
tain a satisfactory and profitable service to our charge cus ‘ 1 harmony, the \ re f credit sales may wel 
tomers In order to give good service, it is necessary to have remarkable degree " o have the centage 
well-trained personnel; keeping the credit office efficiently ‘ ist-due accounts rise t - ‘ degree simple 
statted will certainly be a problem during the year Success of I selection o f me « veop! » approve 

credit department and credit sales volume depends upon r } ) ‘ ri ppro credit 
ourtesy with which customers are treated; control of un lear ’ r ‘ ) Kee; 


nts speed mmd «accuracy na transactions tollow " \ th eree , ‘ quency t 


collections as well as is ounts, and solicitation of 
new accounts. Continual change of personne! makes necessary 
a constant training rogram and close supervision if we a 
to meet the many problem lit othee Amy L. Buckle 
Scharff’« Daver t 
* * * 
If it were possible to see into the future, the 
problems that confront credit sales managers in 1953 
would be solved. But do not let anyone kid you 
Even the so-called experts do not know the answers 
It is always “if this happens, it will be thus and so” 
or “providing Who is to tell us whether or not 
“this or that will happen” or can give the answers 
to the “provisos”? Just bear this in mind: your ideas 
are as good as those of the next person. Perhaps on 
the other hand, you have no ideas as to what might Ilin 
happen creditwise in 1953 That is all right, too *~_* * 
Very few of the poll experts, you will remember Speeding up service for the new applicant for 
were willing to stick their necks out on the presi credit may not seem like an important retail credit 
dential election. They had learned from past experi problem for 195 However, it looms as a possible 
ence how wrong their predictions could be Far be most important” credit problem Direct inquiries 
it for me to formulate any definite opinions. There seem to be on the increase From this it would 
is one thing certain, however, and that is too many appear that Credit Bureaus in some localities are not 
people are getting too far in debt. There is bound in a position to offer the quick service that had been 
to be reckoning one of these days that could very customary in the early days, when good help was 
well upset the whole economy of our country If plentiful. The increase in volume of clerical detail is 
this comes about, then the most important retail making it extremely difficult for credit bureaus t 
credit problem that will confront our credit sales process reports as speedily as in the past, and keep 
managers will be simply the job of collecting past their files flexible. This condition places an increased 
due accounts.—George W. Brown, The First Na measure of responsibility on the credit executives 
tional Bank, Fort Worth, Texas of large credit establishments to find ways and means 
*~** to speed up their authorization of new accounts and 
minimize customer complaints due to slow credit 
service John C Fewkes Forbes & Wallace 
Springfield, Massachusetts 


ng exe it 
Houstor lex 
* * * 

Portland, being a seacoast city, we think little of 
seeing the seagoing vessels plying the waters of the 
harbor, and if you have ever seen a vessel dock you 
have probably seen a white line painted along the 
sides of the hull, just barely touching the lapping 
waters It is generally well known that this line 
represents the water-line mark which every cargo 
carrying ship bears. The vessel sails best and main 
tains an even keel when loaded to this line If over In my opinion during the first quarter, or more 
loaded, it is difficult to manage and may be swamped probably the first half of 1953, due to change in ad 
by heavy seas, while if it does not carry a sufficient ministration, we will see a business readjustment 
burden it will be unstable and in danger of flounder and/or a revaluation of business problems. Labor, if 
Ing Men, like ships, make little progress or go campaign propaganda of the losers is taken seriously 
under with too much overloading, or flounder with will 
too little responsibility. Each has an invisible “bur 
den” line, determined by capacity and power. Here 
is our problem. We must try to prevent “over generally, within his paying capacity. I believe the 
loads” and help find proper “water lines” for each lax credit policy of permitting the purchaser t 
person using credit today It is important to know make his own terms” will be less elastic and the 
how much financial responsibility a man can carry trend will be toward stabilization of required down 
figuratively at what water line he can sail best. We payments as well as limitations on time-payment 
as credit managers. can do much to help each person contracts Unless unforeseen problems of major or 
seeking credit to find how much load he can safely critical importance arise, I believe the last half of 
carry.—Mrs. Darleen E. Crocker, Loring, Short, and 1953 
Harmon, Portland, Maine 


be somewhat apprehensive, therefore, the aver 
ige wage earner will be inclined to be more cau 
tious in making obligations, keeping his purchases 


will see business readjusted to existing condi 
tions and on a sounder basis. I also believe our per 
centages of collection recovery will increase.—Collis 
P. Haynes, United Gas Company, Houston, Texas 
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tamt dey 
partment, or 
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(To be continued next menth.) 
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JOHN F. CLAGETT, Counsel, National Retail Credit Association, Washington, 


The delinquent debtor—some decisions on 
use of the “mail skip tracer.””—V"ive skip tracer 
cases have reached the courts. Three have been decided 
by Circuit Courts of Appeals, two of these in November 
1952 and the remaining two cases have been submitted, 
as this is written, but not decided. 

When consumer credit of all kinds expands to over 
21 billions, there is small wonder that the problem of 
tracing delinquent debtors tends toward proportional 
growth. ‘That fact is probably reflected in the number 
of recent Federal Trade Commission proceedings, and 
these court cases. 

Regardless of care in taking and checking references, 
or securing credit reports, cases arise where the debtor 
fails in payment of his obligation. The problem is ag 
Where the problem 


becomes aggravated, conceivably it may be traced in part 


gravated by evasion or “skipping.” 


to extension of credit where credit reports and other in 
formation as to reliability were not obtained in advance 

But whatever the specific origins may be, the problem 
of locating delinquent debtors will be with us for some 
time to come. It is a difficult problem and one deserving 
ot some good solution. The courts, of course, will not 
solve it. ‘They will delineate by a case-to-case method 
what is improper procedure (and hence what is proper), 
in locating or tracing the deliberately skipping debtor. 

The first case to reach the courts was Silverman v. 
FTC, decided by the Circuit Court of Appeals for the 
Ninth Circuit in 1944. At that time Silverman was 
serving about 1,800 merchants and collection agencies 
throughout the United States. 

He had used a “system” of sending out postcards for 
his customers under the name of General Forwarding 
System and Commercial Pen Company. One card an 
nounced that the General Forwarding System had on 
hand a prepaid package which would be forwarded upon 
receipt of information requested. Another card promised 
a “free” fountain pen upon return of the filled-in card. 
The court had ro difficulty in affirming the Commission’ 
Order, stating that the scheme was no less a swindle 
“because it may in certain cases trap swindling debtors.”’ 

Ihe four additional cases noted above reached the court 
stage, almost simultaneously in recent months. In two 
of these cases decisions have just been handed down, 
namely, Robert O. Bennett d/b/a National Service Bu 
reau v. FTC, U. 8. Court of Appeals for the District 
of Columbia (Nov. 28, 1952), and Lester Rothschild 
t/a Gen-O-Pak v. FTC, Court of Appeals for the 
Seventh Circuit (Nov, 20, 1952). 

Two cases, DeJay Stores, Inc. vy. FTC, and David 


Bernstein v. FTC, have been argued and submitted to 
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the Courts of Appeals for the Ninth and Second Circuits 
respectively These will not be commented upon now 
but will be when decisions are handed down. 

The opinions in the Bennett and Rothschild cases con 
tain interesting statistics as to the extent of the business 
The record reveals that Bennett sent out about 2,100 
letters a week, with some 700 replies received In the 
Rothschild case three separate mailing pieces were used, 
ind total mailings amounted to some 150,102 for the 
year 1950. 

In the Bennett case the device used to obtain a response 
to the questionnaire was a promise of “a check for a 
Actually 


the sum of ten cents had been deposited with Bennett 


small sum of money deposited with us for you.” 


for the customer. But the court said that this was a 
“a small sum of money” in this context 
And the 


court also sustained the Commission’s ban against the 


subterfuge since 


“is at least a substantial number of dollars.”’ 


use of the name “The National Service Bureau,” point 
ing to the fact that the findings showed that in soliciting 
customers Bennett had advertised that ‘Washington, 
D. C., is the psychological city from which to send skip 
tracer mail.” 

The Rothschild case was similar to the above, using 
the ruse of ‘“‘a package’ which, in fact, consisted of three 
pen points. Also used was the promise of “a small sum 
of money” which in this case, as forwarded, was three 
pennies. The name “Manpower Classification Bureau”’ 
Was also used, 

Petitioner contended that “the statements in his cards 
and letters are factually true and that it necessarily fol 
lows he did not engage in a deceptive act or practice.” 
But the court said: “Words and sentences may be litet 
illy and technically true, and yet be framed in such a 
setting as to mislead or deceive. . The information 
was requested not to enable petitioner to mail any pack 
age to debtor, but rather to entrap him “It is not 
necessary that an unfair or deceptive act forbidden by 
the Trade Commission Act should cause a pecuniary 
loss. One of the purposes of the Act has been the pro 
tection of the public, and public interest may exist even 
though the practice deemed to be unfair does not violate 
any private right. The fact that acts and methods 
deemed deceptive are used to trap delinquent debtors 
does not prevent such acts and methods from being 
against the public interest. Some of the debtors may 
have had a justifiable reason for not promptly paying 
their obligations. And a considerable number of persons 
who receive cards and letters from petitioner are not 


debtors.” 





tor the Irmaller Businessman 


ES PROMOTIONS « OFFICE PROCED 


RES * CREDIT AND COLLECTION PROBLEMS ; 


Training of Credit Office Assistants 


HIS ARTICLE is directed to the smaller business 

p gem who has one or two office assistants doing the 

detail work connected with credit extension and collec 

tion of accounts but who customarily makes major de 
cisions himself 

()t course Mr 


plained to your assistants your general credit policy, and 


Smaller Businessman, you have ex 
the credit and collection procedures you wish to be fol 
lowed. You have discussed with them from time to time 
your ideas on credit matters. But, you have many other 
things to do; running your business absorbs most of your 
time ind you have little left tor extensive traiming \re 
you satisfied that your assistants would be sufhciently 
qualified to carry on in a competent manner should it 
be necessary or desirable that you be absent from the 
business for a prolonged period? That poses a real and 
urgent problem Fortunately there is a solution. 

It requires much experience and training to icquire 
that sure touch that means profitable credit operation. 
Tricky and involved credit and collection problems are 
constantly arising They must be handled by someone, 
somehow, even if you are not available 

Just take one recent day, for example. Consider in 
retrospect how varied were the credit and collection 
perplexities presented to you that day for decision. How 
many of them could your assistants have handled success 
fully supposing you had not been within reach? Your 
answer will sharply reveal the necessity for adequate and 
systematized training of your credit office assistants 

The first step in such training is to have your credit 
and collection policy thought out and placed in writing 
Just the action of putting into words what you feel should 
be the general direction of the store in credit and colle« 
tion matters will call for some thought on your part and 
that can be beneficial too! 

Next, make sure your assistants read and understand 
your policy. Not only will the fact that they now have 
i reliable yardstick to use in deciding what to do or say 
in this or that particular situation, but they will have 
the personal assurance that comes of the knowled 
they are doing the right thing. 

Another advantage of having a clear policy is that cus 
tomers then realize decisions are based on sound prior 
reasoning and established “policy” rather than on whim 
or emotional feeling ot a person they n ght otherwise 
deem incon petent to le on St atters 

Upon you, as store owner, rests the vonsibility of 


; 


You cannot expect sound d 


establishing policy. decisions 
and satistactory procedures from your assistants unless 


vou have first charted the broad course of action 


Wi strongly recommenda | co it \ r assistants 
il Retail 

on and Breaktast 

discuss th others 
ilso lacing ! ir ones \ i ‘ 1 skill 
ind knowled, l | ' ' the 
combined experience of the members | s available 
for all Stimul iting eX] lorations into r credit and 
collection techniques and procedures result in keener in 
terest and more successful opet ition Active participation 
in local credit association activities by ill credit yranters 
1 


so helps considerably in the betterment of credit con 


ditions generally 
W e suggest you provide each person handling credit 
matters in your office with a copy of the official N.R.C.A 
handbook, Jmportant Steps in ail Credit Operation 
Dr. Clyde William Phelps 


aye pocket ized " inual describes in detail the basi 


This inexpensive, 72 


steps of credit and collection procedure 


Written in simple and easily understood language, it 
provides the credit novice wit! in orientation into ap 
proved credit and collection routines ind procedures 
Based as it is on the combined thinking of leaders in the 
consumer credit field, it is recognized as an essential part 

We shall be glad 
to send you a copy on approval. Write to the National 
Office 


of elementary training in credit work 


And, of course, regular and complete reading on the 
part of your credit office personnel of The Creprt 
Wor.p, the only publication concerned exclusively with 
consumer credit matters, should be actively encouraged 
We need hardly stress the fact that The Creprr Worip 
represents the most advanced thinking ot the nation’s 
leading credit managers 

l hese sugygested training and educ itional step will 


insure your credit assistants’ facing their important re 


sponsibilities with 
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Cooperation Js £ssential 


As A RESULT of my contacts in the field this fall I have concluded that 
the most pressing problem confronting the credit manage: and the bureau 
manager is that of personnel. 

Shortage of experienced employees and the length of time necessary to 
train new personnel present a serious problem. Frequently before the training 
is completed the employee has accepted a position elsewhere. 

Not only does this interfere with the efficient handling of the many details 
incident to credit work but it makes it difficult to answer credit inquiries with 
the usual promptness. This results in slower service on the part of the credit 


bureau and often requires one or more follow-ups, which increases expenses 


and retards other phases of the work. 

Recently it came to my attention that a large and important credit bureau 
had hundreds of incomplete reports which could not be processed because of 
delays of local credit granters in responding to requests for trade information. 

It is important that prompt service be rendered by credit bureaus and 
credit offices alike, to enable inquiring firms to serve their customers in a sat- 
isfactory manner. Failure on the part of one credit granter to furnish informa- 
tion to the bureau may cause the loss of a sale, and more important, the loss of 
a customer, 

Credit managers and bureau managers should give this problem thought- 
ful consideration. In addition, there should be complete and wholehearted 
cooperation between the personnel of credit offices and credit bureaus. By 
working together service complaints will be reduced to a minimum. 

It is of sufficient importance to justify constructive discussion at associa- 
tion meetings. Such a discussion and the teamwork of all concerned will pro- 


duce worth-while results. 
Lge JA Qn 


General Manager-T reasurer 
NATIONAL RevTatL Crepir ASSOCIA 
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STANDARD APPLICATION FORM 


HE sale of over four hundred thousand during the past year is con 
clusive testimony of the popularity of this form. Increase the efficiency 
of your department by ordering a supply immediately! 


The actual size of the form (reproduced below) is 6 inches by 9 inches 
Printed in one color. Blocked in pads of 100. Prices: 100, $1.00; 500, $4.00; 
and 1,000, $7.00. Postage is extra 


NATIONAL RETAIL CREDIT ASSOCIATION 


375 Jackson Ave. St. Louis 5, Missouri 
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